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PROMPT PAYMENT 
OF PREMIUMS 


New York Agents Favor Legislation 
Compelling Settlement Within 
Thirty Days 


HOW THE TROY PLAN OPERATES 


Buffalo Board Also Has Measure Call- 
Ing for Settlements Within Reas- 
onable Period. 


Fire insurance rates are predicated 
in part upon the assumption that pre- 
miums will be paid promptly and the 
companies enabled thereby to increase 
their incomes from interest account. Of 
recent years the practice of deferring 
premium payments has grown to such 
an extent as to cause serious annoy- 
ance to managing underwriters, and 
their local representatives. 

It is asserted by those qualified to 
talk that special agents spend not less 
than one-tenth of their time in drum- 
ming up collections, a condition that 
certainly should not obtain. 

The need for early settlements from 
agents and assured is the more neces- 
sary in these days when claimants 
expect speedy payments of their losses, 
and without the two per cent. dis- 
counts that were formerly had. 

In an endeavor to reform a patent 
evil the Insurance Exchange of Olean, 
N. Y., in special session a day or two 
ago, unanimously adopted a resolution 
proposing an amendment to the Stand- 
ard Fire Insurance Policy, which would 
automatically void the contract if the 
premium was not actually paid within 
thirty days from the assumption of the 
liability. 

The co-operation of law-makers is be- 
ing sought by the Olean agents, and 
it is hoped and expected that it will 
be secured. 

The Famous Troy Plan 

Agents at Troy some years ago met 
the deferred premium evil through the 
adoption of the subjoined resolution, 
which is clearly stamped upon each 
policy issued: 

“Notice to the Assured: You are 
hereby notified that unless the pre- 
mium on this policy is paid on or be- 
fore twelve o’clock noon, on the 15th 
day of the month next following the 
date of issue, the Company will exer- 
cise its right of cancellation as pro- 
vided in said policy (See lines 51-55 of 
the printed conditions of this policy). 
This policy shall be cancelled at any 
time by the Company by giving five 
days’ notice of such cancellation, etc.” 

Buffalo Men in Line. 

The regulation of the Buffalo Board 
differs but slightly from that in force 
in Troy, its language being that here 
given: 

“All premiums must be collected by 

(Continued on page 16.) 
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North British Established 1809 
and Mercantile 
Entered United States Insurance Co. 
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Policyholders protected by nearly $9,000,000 United 
States assets, with further guarantee in every policy, 
of protection by entire fire assets of the com- 
pany which are many times larger. 
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ROUSING MEETING IN 
WASHINGTON, D.C. 


Agents of Northwestern Mutual Life 
From Many States Exchange 
Experience in Interviews 


MOST INTERESTING CASES TOLD 


During War-Time Given by 
Successful Men 


Agents of the Northwestern Mutual 
Life in the Middle States—mostly men 
who were unable to attend the big 
agency meeting in Milwaukee—have re- 
turned to their homes after a rousing 
meeting in Washington at the Hotel 
Raleigh. Many of the leading agents 
in the East and South made interesting 
talks on subjects that are uppermost 
in the minds of field men. The experi- 
ence discussions were of particular 
value. 

Value of the Cal) 

T. A. Cary, of Richmond, was chair- 
man of the first meeting. He intro- 
duced C. W. Huske who welcomed the 


agents to Washington. Dr. J. W. 
Fisher was asked pertinent questions 
regarding medical selection which he 
answered. M. H. O. Williams, of Mil- 
waukee, told the best use that could be 
made of the pocket manual. In the 
afternoon of the first day J. I. D. Bris- 
tol, of New York, was in the chair, 


The entire afternoon was devoted to 
this topic: “The Value of the Call.” 
Herman Duval, of New York, took as 
his subject “See the People,” pointing 
out that the agent who spends most 
of his time at his desk will not get 
anywhere. Charles N. Smith, of Brook- 
lyn, spoke on “The Endless Chain 
Method.” Percy H. Evans, assistant 
superintendent of agents, talked on 
“The Dollar and Cents Value.” Agents 
on the floor, who have kept statistics 
of visits, discussed “What is the Inter- 
view Worth to Me?” F. A. J. Hering, 
of New York, spoke on “See the Policy- 
holders.” Agents on the floor then 
discussed aids to obtaining the inter- 
view. John I. D. Bristol, concluded the 
afternoon session by summarizing the 
discussion 

What to Say During an Interview 

On Monday night there was a banquet 
presided over by W. F. Atkinson, 
Brooklyn general agent. There were 
125 guests. Among the special guests 
were Charles F. Nesbit, superintendent 
of insurance; W. D. Harlan, Baltimore; 
H. F. Norris, superintendent of agen- 
cies, and Percy H. Evans, assistant 
superintendent; Dr. J. W. Fisher, med- 
ical director, M. H. O. Williams, Mil- 
waukee; Edgar C. Snyder, president of 
the Gridiron Club; Charles W. Fielder, 
president of the agents’ association; 
Dr. Maurice H. Robinson, University 
of Illinois. 

On Tuesday Flavel L. Wright, of 
Harrisburg, Pa., was in the chair. The 
general topic of discussion was “What 
to say to Secure the Application.” 
August Rosenburg, discussed “Sim- 
plicity of Presentation”; Frank Sher- 
rill, of Pennsylvania, “Points on Clos- 
ing’; Charles W. Scovel, of Pittsburgh, 
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“Making the Proposition Attractive,” 
and W. F. Atkinson, “Talk Income.” 
War-Time Arguments 

At the afternoon session Lawrence 
M. Miller, of Baltimore, was in the 
chair. A most interesting symposium 
of arguments to be used in soliciting 
insurance during war times was partici- 
pated in by agents. The cession closed 
with testimony of agents telling of in- 
teresting cases they have closed, some 
of the speakers being I. J. Batford, 
Harrisburg; William S. Huffman, Allen- 
town: A. L. Baldwin, Washington; A. 
E. Balliet, Milton; A. H. Holby, Phila- 
delphia; Flavel L. Wright, Harrisburg; 
R. C. Aunspaugh, Norfolk; C. J. Burns, 
Brooklyn; C. W. Sloan, Baltimore; J. 
D. James, Scranton. Thomas H\. Fans- 
ler, of Philadelphia, talked of the Com- 
pany’s prospects in 1915. 


GOOD TALKER: POOR WRITER 





Comment of Western Company on 
Producer Who Wrote Story of 
His Success 





Here is an interesting comment on 
the literary producer by the Interna- 
tional Life men: 

“We have this moment finished read- 
ing a long insurance magazine article 
written by a life insurance field man 
in an effort to tell how he personally 
has written »200,000 insurance every 
year for several years. ’ 

“As in the case of so many articles 
the thing that impresses the reader 
most is—what a pity that some men 
can do big things and still be unable 
to tell in print how they do them! 

“We do not doubt but that this $200,- 
000-a-year solicitor could sit down and 
talk off what would be a very illumi- 
nating, helpful article. As it is, his 
written effort seems far from being 
worth a third or quarter the valuable 
print space given up to it. 

“It begins with a long and wholly un- 
important introduction, and _ follows 
and concludes with tiresomely wordy 
mention of three or four things that 
almost the greenest life insurance 
agents know well. 

“A large part of writing effectively 
for publication consists of this: Write 
of the thing as though you were talk- 
ing what you have to say about it. 
Strike the vital part of your subject 
immediately. Hold to telling of only 
the vital things about it. When you’ve 
done, go over what you have written 
and cut out every word, sentence and 
paragraph that can possibly be spared. 
Be absolutely merciless with it. By 
doing so you can make the vital points 
stand out prominently, secure the 
greatest possible effect, gain the most 
credit possible for your ideas, and in- 
crease a thousand per cent. your 
chances of having. your writing read, 
having it do what you want it to do. 

“While all of us can’t be tailors and 
plumbers and furniture makers, all of 
us can learn and now and then use to 
splendid advantage some of the vital 
things about many trades—that of 
writing effectively included.” 


NEW YORK LIFE DIVIDENDS 


SAME AS IN 1914 





ALMOST 





Less Than One-Fifth of 1 Per Cent. 
Reduction—Statement By the 
Company 





The New York Life has made the 
following statement regarding annual 
dividends payable in 1915: 

“Owing to the present financial con- 
ditions it has been deemed necessary 
to write down the value of some invest- 
ments. The effect is to reduce slightly 
the interest rate earned for the year. 
The reduction, however, is less than 
one-fifth of 1 per cent., compared with 
last year. This slight reduction in the 
net rate of interest earned is the sole 
reason for the regular annual dividend 
not increasing as much as heretofore. 
The mortality does not enter into the 
calculation of the regular annual divi- 
dend, but has an effect upon extra di- 
vidends. The mortality is satisfactory. 
and the extra 1915 dividend, at the end 
of the fifth policy year, will be the 
same percentage (10 per cent.) of the 
premium as it was in 1914. Examples 
of the regular dividend follow: 

Contributions Annual 
Dividend Payable in 1915 
Life Ordinary 


Age Issues of Issues of Issues of 
at 1908 1910 1912 
Issue 

oe $4.06 $3.82 $3.59 
ee 5.43 5.08 4.74 
_ are 7.71 7.20 6.70 
ere 11.66 10.95 10.25 

20 Payment Life 

Age Issues of Issues of Issues of 
at 1908 1910 1912 
Issue 

ee $5.87 $5.36 $4.89 
aoe 7.23 6.61 6.03 
ee 9.32 8.56 7.84 
55 12.73 11.86 11.00 

20-Year Endowment 

Age Issues of Issues of Issues of 
at 1908 1910 1912 
Issue 

Me 6-0-0 $7.97 $6.98 $6.06 
 _- 9.17 8.18 7.26 
— Ce 10.90 9.90 8.97 
oe 13.72 12.74 11.79 


The deferred dividends of 1915 will 
in general be found to be slightly less 
than deferred dividends of 1914 on cor- 
responding policies. The reduction is 
due to the present depreciation in high 
grade bonds and to the general finan- 
cial outlook, and is not caused directly 
or indirectly by additional mortality. 





TENDER OF PREMIUM CASE 


Failure on the part of Mrs. Delia 
Kane to prove to the satisfaction of a 
jury that tender of premium money 
had been made to the Colonial Life of 
New Jersey on the policy held by her 
husband before the expiration of an ex- 
tension of time resulted in a verdict be- 
ing returned for the Company by the 
Supreme Court. After the extension 
had lapsed the premium was offered 
and refused. 











FINANCIAL STATEMENT 


Northern Assurance Company of Michigan 


(Quality Service) 
December 31, 1914. 


ASSETS 
Municipal Bonds and First Mortgage Securities........... $699,287.30 
Premium Loans, of which (none) is for first year premiums 17,183.38 
Policy Loans on this Company’s policies as collateral. ..... 57,121.32 
Ce ao eer ar Ceres # iL. ie 4,055.54 
a aN te sis vhs sariiins at we SRbiiincasle i Rue eee od ae a 1,868.15 
PIR eS 2 gS ale ing Ee cig ee Ske mie iel are one 19,570.11 
PN NN WRN. Vo occ dG 06S Re bw wks ob eels 7,841.55 
eS UP ST Se Poe pee ee 14,861.99 
Net Amount of deferred and uncollected premiums,...... 20,175.37 


(Reserve charge in liabilities) 
I, he tai h dig wasn weld wed 6 ee ae $841,964.71 
Deduct Assets not admitted:- 
Agents’ Balances $4,055.54—Bills Receivable $1,868.15 


—Furniture and Fixtures $7,841.55—Premium Notes 


in excess of reserve—$5,141.38.........cccccccccce 18,906.62 
Ee en Pe ee er ee rare” $823,058.09 
LIABILITIES. 

Reserve (Michigan Standard), including 

Ce eee eT Cee ere $704,512.20 

Less Re-Assurance Reserve ............. 15,109.68 $689,402.52 

Losses unpaid—Proofs not received................. 2,000.00 

Deferred Annuities not yet Due ...............-+05: 6,776.75 

NN ET OR CUIUUIBOD, 6-5 sw c.0cs ose pcmsnie niece 507.16 

a CI ke Said fa a ala pe cis ab ts ao oak 2,529.80 

Admitted Capital and Surplus to Policyholders ........ 121,841.86 
$823,058.09 


The Investments of this Company are Confined to Municipal Bonds, 
and First Mortgages on Improved, Income Bearing Real Estate worth at 
least double the amount loaned. 


New Assurance paid for during 1914........ $2,502,703.47 
PAID FOR ASSURANCE IN FORCE - $11,146,091.42 


Note—No Schemes—Just Life Insurance. 

















Dec. 31, 1913 


O. S. CARLTON, Vice-President - - 





GREAT SOUTHERN 


* AMARILLO 


Tate, Life Insurance Company 
ae ay 


HOUSTON, TEXAS 
J. 3. RICE, President 


OUR RECORD 


INSURANCE 


AELUMON I» 





SAM AMTONIOe 


pig 
eDELRIO COMPA 


GROSS ASSETS paid-for basis) 


Dee. 31, 1980 $655,004.93 $992,000.00 
Dec. 31, 1910 1,057,016.02 5,352,260.00 
Dec.31, 1911 1,128,912.85 10,057,028.00 
Dec. 31, 1912 1,306,689.41 14,859,856.00 


1,500,835.10 





FOR AGENCY CONTRACTS ADDRESS 


























General Manager for Western Pennsylvania 


With Headquarters at PITTSBURGH, PA. 
Wanted by 


THE GERMANIA LIFE INSURANCE COMPANY 


OF NEW YORK 


To an experienced and aggressive fieldman an exceptional opportunity presents itself 
for a liberal agency contract which will enable him to build up a splendid organization. 


Address in confidence, giving full particulars: 
T. LOUIS HANSEN, Superintendent of Agencies 


50 Union Square, NEW YORK, N. Y. 











January 15, 1915. 











J. T. SCOTT, Treasurer 


4 COMMENCED BUSINESS NOVEMBER 1, 1909 
INSURANCE IN FORCE 


23,650,512.00 
Sept. 30, 1914 1,815,302.46 30,630,355.00 


HOUSTON, TEXAS 




















January 8, 1915. 
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BOY FARMER A BIG AGENT 


PREDICT MUCH FOR E. W. SMITH 








Oregon Manager of Equitable Life Has 
Had a Sensationally Successful 
Career 





Keep your eye on Edgar W. Smith, 
who at the age of twenty-six, has the 
distinction of being agency manager of 
the Equitable Life Assurance Society 
for the State of Oregon, a rancher, a 
farmer and the owner of a flour mill. 
So successful has he been that it is 
predicted he will become one of the 
production leaders of America. 

As a Boy Solicited Magazine Subscrip- 
tions 

Here are some facts about this re- 
markable young man: 

At school he put in his spare time 
soliciting subscriptions for a magazine 
and saved his money for higher educa- 
tion. Always back in his mind he had 
love for a farm. He spent three years 
at the State University, Eugene, and 
then went to Cornell where he took 
an economic course, specializing in 
finance, although later developments 
indicated that he needed no instruction 
along this line. 

Pays for Farm in Two Years 

After leaving college he returned to 
Pendleton and leased a tract of 1,600 
acres, borrowing the money from his 
father, who made the transaction on a 
strict business basis, putting his son 
through a course of sprouts which he 
says gave him the basic training in 
a business sense. This took place no 
farther back than in 1909. Smith went 
into farming as a business proposition, 
deciding he could win out without 
“agricultural school” scientific knowl- 
edge. He farmed much as others did, 
but used common sense in handling the 
practical details. The first thing he 
did was to send to Kansas City and 
get a carload of mules. He figured 
that mules can walk over a field quick- 
er than horses can. He hired efficient 
farm hands instead of every applicant,: 
and that helped him make money. He 
made some other changes, and the re- 
sult of it all was that it took just two 
wheat crops to enable him to pay 
back the indebtedness to his father. 
In 1911 he added a few hundred more 
acres. 

How He Entered Life Insurance. 

When his father lent young Smith 
the money to equip the farm he didn’t 
take a mortgage on the property, but 
required the young man to take out a 
life insurance policy to cover the debt. 
This turned Smith’s attention to life in- 
surance, and in 1911 he conceived the 
idea of trying to sell life insurance. He 
figured that his farm organization was 
running itself pretty well and that he 
needed something to take up his time. 
His first idea was to solicit neighbors 
so that he could collect enough com- 
missions to pay the premiums on the 
policy which his father made him take 
out. He went out and wrote some busi- 
ness, but didn’t think much about it. 


One day he got a wire from New 
York inviting him to attend a meeting 
of producers. When he arrived he 
found that he was not regarded as a 
green farmer, but as a real successful 
agent. The fact that he was a green 
agent just off the farm made his 
record all the more remarkable. 

Turned Down a General Agency 


While in New York he was offered 
the Portland general agency, and turned 
it down. The offer was repeated, and 
in 1912 he became Portland general 
agent, with Oregon as his territory. 
He was twenty-three years old when 
appointed. 

In his new field Mr. Smith personal- 
ly has produced $250,000 a year with 
ease. Did he give up his farm? No, 
he not only continues to run that, in 
partnership with another man, but re 
cently he opened the Astoria Flouring 
Mills, the city of Astoria providing the 
site and the building. It has a daily 
capacity of 250 barrels of flour a day. 

Anyone Can Succeed 

Mr. Smith speaks modestly of his 
success. 

“The only thing I regret,” he said, 
“is that I have not more time to take 
advantage of things. Opportunities are 
everywhere. All a man needs is to 
decide upon a career, and then go to 
it. Any young man ought to be able 
to do what I have done. I didn’t take 
credit for my insurance work. Much 
of whatever success I have had has 
been accomplished through assistance 
given by the home office. Whenever 
I go to New York the officials of the 
Company give me good advice and 
pound their insurance doctrines into 
me. They have helped me a lot.” 

Mr. Smith secures cash payments 
with applications. This, he explains, 
is due to the fact that when he first 
started he didn’t know that the Com- 
pany would allow a man reasonable 
time in which to make the first pay- 
ment. He required cash with the con- 
tract, and finding this a good method, 
continues it. 


P. L. & T. 50 YEARS OLD 

As the Provident Life and Trust 
Company this year enters upon the 
second half-century of its existence, 
President Asa S. Wing, in his annual 
report read to stockholders at the 
meeting thig week, made fitting ref- 
erence to the organization of the Com- 
pany by the late Samuel R. Shipley 
and associates in 1865, when the Civil 
War was nearing its close. 

The annual report of President Wing 
showed that in 1914 the new “paid 
for” insurance business of the Company 
amounted to $47,962,622 on 16,064 poli- 
cies. The aggregate insurance now 
outstanding is $316,615,000 on 119,326 
policies. Payments to policyholders in 
1914 were $9,236,451 and since organi- 
zation $128,278,586. 





Fred C. Wallis discussed “Income In- 
surance and Its Benefits” at the recent 
smoker of the Florida Association of 
Life Underwriters. 


HASBROUCK MEETS AGENTS 


HEARS ABOUT PART-TIME MEN 








Favors Agency Lists Publication— 
Suggestions That Agents Sign Ap- 
plication Blanks Under Oath 





The committee appointed by the iLfe 
Underwriters Association of New York 
to bring about the elimination of in- 
competent life insurance agents and 
also men who pose as agents in order 
to pocket commissions on small per- 
sonal business which should rightly go 
to legitimate agents, will report prog- 
ress at the meeting of the association. 
On Tuesday of this week members of 
the committee saw Judge Hasbrouck, 
Superintendent of Insurance, and from 
him received the sympathetic assur- 
ance that he favored their suggestion 
that the Department should publish a 
list of life insurance agents just as it 
now publishes a list of brokers. 

Recommendations to be Made 

The committee, it is understood, will 
recommend that the association pass 
resolutions making the following recom- 
mendations: 

1. That the Insurance Department 
have printed on the back of applica- 
tions the text of the twisters and anti- 
rebating laws of the State. 

2. That the applications for agency 
licenses be made by the agent in per- 
son, which is not now the case. Also, 
that these applications shall be signed 
under oath. 

3. That there be legislation giving 
the Insurance Department authority to 
revoke a license. The only power the 
Department now has is to refuse to re- 
new a license. 

Results Probable 

It now looks as if the Life 
Underwriters’ Association of New York 
will get. some real results in its fight 
on “agents” who make insurance an 
incident and some other line their pro- 
fession. The members of the commit- 
tee are working in co-operation with 
companies in this matter. 





WHITE AND ODELL HERE 





Aggressive Minnesota Agents of North- 
western National Life Pay 
Visit to Metropolis 





C. M. Odell and Frederick White, of 
White & Odell, general agents of the 
Northwestern National Life in Minne- 
sota, who have made an unusually fine 
record, were in New York this week. 
Mr. Odell, who is president of the 
Minnesota branch of the American 
Game Law Protective and Propaganda 
Association, was formerly a practicing 
attorney, being counsel for several 
large insurance interests. He was of- 
ferred the general agency of the North- 
western National, but before taking it 
went into the field to see what he 
could do. The first year he wrote $310.,- 
000. Last year he paid for $750,000 
personally. His largest year was 
$850,000. 


Frederick White was Illinois secre 
tary of the Young Men’s Christian As- 
sociation when he was induced to go 
into life insurance. He has been a 
life man now for twenty-years, always 
meeting with success. The record of 
the White & Odell agency for 1914 has 
already been told in the columns of 
The Eastern Underwriter. 





DISCUSSES FOREIGN BUSINESS 





New York Life Says Mortality of Com- 
pany is Not Affected by 
the War 





The New York Life Insurance Com- 
pany in its seventieth annual report 
says it will not suffer severe losses 
because of the war, either through 
death claims or by the depreciation 
of securities. The Company’s total 
mortality for 1914 was the same as 
in 1913, namely, 73 per cent. of the 
mortality provided for in the premiums. 
In 1912 it was 76 per cent. The num- 
ber of policies not carrying a war clause 
in force on lives between the ages of 
17 and 39 in the warring countries at 
the outbreak of hostilities was only 
1% per cent. of the company’s total 
membership; those between the ages 
of 17 and 30 were only \% of 1 per cent. 

The Company’s foreign investments, 
the report says, have not depreciated 
appreciably more than domestic securi- 
ties. No security issued by or in any 
country engaged in the war and held 
by the company is in default on either 
principal or interest. 

“There have been years when the 
Company did more business,” says the 
report, “but never a year in which it 
did so much good. In spite of the 
difficulties which have destroyed so 
much of the world’s commerce, the 
Company has met every obligation and 
satisfied every just claim. Its loans 
have been in about the same propor- 
tion to the business in force in the 
United States and in the warring na- 
tions. It has relieved suffering over 
a wider portion of the earth than ever 
before.” 


THAT KENTUCKY MERGER 

The Insurance Commissioner of Ken- 
tucky wired The Eastern Underwriter 
on Wednesday that the merger of the 
Inter-Southern Life, of Louisville, and 
Citizens National Life, of Anchorage, 
Ky., had not yet reached him for final 
approval. The Eastern Underwriter is 
informed that unusually interesting de- 
velopments may be looked for, particu- 
larly from some of the stockholders 
of the Citizens National. 


PRUDENTIAL DIVIDENDS 
The Prudential’s dividend scale for 


1915 shows an increase. The figures 
will be ready for publication next 
week. 


























AMERICAN CENTRAL LIFE 


Insurance Company 
INDIANAPOLIS, INDIANA - 
Established 1899 . 


All agency contracts direct with the company 
Address 


Herbert M. Woollen, President 
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INSPIRATION OF TRADITION 


ALFRED D. FOSTER’S HIGH IDEAL 








President of New England Mutual Life 
Has Developed Company Along 
Best of Lines 





It is seldom that a life insurance ex- 
ecutive is more thoroughly ingrained 
in the atmosphere of a company or in 
upholding its cherished traditions than 
is Alfred D. Foster, president of the 
New England Mutual. 

Graduate of Harvard and Boston Uni- 
versity 

Mr. Foster was born in Worcester, 
Massachusetts, April 27, 1852; gradu- 
ated from Harvard College in 1873, and 
from the Law School of Boston Univer- 
sity in 1875, and practiced law in the 
office of his father, Judge Dwight Fos- 
ter, who had been connected with this 
Company as counsel since the early six- 
ties. In 1880, he was appointed law 
clerk of the Company, and in 1884, upon 
the death of Judge Foster, he became 
associate counsel with Hon. William C. 
Endicott, Secretary of War under Pres- 
ident Cleveland. Mr. Foster became 
vice-president upon the death of Joseph 
M. Gibbens, in 1893, and in April, 1908, 
succeeded Benjamin F. Stevens as 
president. He has been a director 
since 1887. 

From his earliest days, through the 
intimate association of his father with 
the Company, he has been closely iden- 
tified with our interests, and absorbed 
a knowledge of and respect for the 
principles which are responsible for its 
development and present standing. He 
enjoyed a personal association with the 
Company’s founder, Willard Phillips, 
and from his boybood was a close 
friend and admirer of Mr. Stevens. 

Judge Foster’s Personality 

As a successor of the original coun- 
sel, Hon. Dwight Foster, and of Presi- 
dent Stevens, it is opportune to quote 
from an address delivered by Mr. Stev- 
ens in 1897: 

“My first acquaintance with Judge 
Dwight Foster -was in 1852, when he 
came to our offices in the Merchants 
Bank Building to receive the amount 
due from the Company on his father’s 
policy, No. 13, which was dated Febru- 
ary 3, 1844. 

“In the early part of the Rebellion, 
when our State Executive, headed by 
our great war Governor, John A. 
Andrew, needed the best of cabinet ad- 
vice, Judge Foster was elected Attor- 
ney General of the Commonwealth, the 
youngest man ever elected to that 
office. Afterward he was appointed one 
of the Associate Judges of the Supreme 
Court, and from the bench he became 
the ‘counsel of the New England Mu- 
tual Life Insurance Company. 

“To him, more than to any other, 
during the years from 1865 to 1884, 
does this Company owe much of its 
success, because he instituted in the 
conduct of the questions which came 
under his observation a degree of re- 
gard, not only for the interests of the 
Company, but for the rights and equity 
of others with whom he was brought 
in contact. I allude to the Hon. 
Dwight Foster, our late counsel and 
director.” 

Hon. William C. Endicott, who, with 
Alfred D. Foster, succeeded Judge 
Dwight Foster as Company counséI, 
was a true product of New England, 
his family having been very closely 
identified with the country’s develop- 
ment from the early days of the colo- 
nists, he being a direct descendent of 
John Endicott. He was a man of fine 
mind and high principles. 

It is to Alfred D. Foster’s strong ad- 
herence to the business principles of 
his predecessors, combined with his 
own thorough knowledge of the insti- 
tution in its entirety, financial and sci- 
entific, that the great progress of the 
ew during his administration is 

ue. 


DEPRECIATION OF ESTATES 


TRAVELERS CITES TYPICAL CASE 








Splendid Arguments for Income Insur- 
ance to Be Found in Studying 
Surrogate Records 





The Travelers gives a splendid argu- 
ment for income insurance in printing 
details of the state of a well-known 
Connecticut lawyer who died in 1910 
at the age of 48 leaving a widow and 
one child an estate listed at $53,350, be- 
sides $1,500 in cash and a 20-payment 
life policy of $11,000. As the estate is 
a typical one, the inventory is printed 
herewith: 

SCHEDULE OF ASSETS. 
Inven- In- ent 


tory come In- 
Value 1910 come 





Shares. 

SF i, Pe Bc weetrnesoned $ 2,500 $ 140 $ 140 
20 N. Y., N. H. & H. R. R. 3,000 160 0 
as U. &. Steel, ofd. ...... 2,750 175 175 
10 N., C. & St. L. R. R... 1,250 60 60 
> A, Te. Ts ana cccneces 2,500 120 120 
25 United Fruit Co. ...... 3,750 250 200 
@ Bua te DB COE. cece Sa 150 150 
12 Adams Ex. 144 72 
10 B. & 60 °o 
2 } 120 120 
2 80 80 
3 120 120 
4 

2 100 100 
3 x Bua 100 100 
oe Y 2 ees 5 50 ° 
1: Minn. & St. Lowis ...... 800 40 40 

Real Estate. 

PERE. .dcccsrisccnnscecdbos 10,000 ° ° 
Mortgage, Note ............. 2,000 110 110 
Mortgage, Note ............. 1,000 60 o 
MCTGRERE, TAGE cicccvccecses 2,000 140 140 








$53,350 $2,259 $1,807 

It will be seen that there is a de- 
crease of 20 per cent. on the present 
income as compared with 1910, while 
the asset value of the estate has dimin- 
ished $7,000, or 13 per cent. The Trav- 
ellers continues: 

“Even more significant in this case is 
the history of the $12,600 cash and in- 
surance. One thousand one hundred dol- 
lars used in necessary expenses and ad- 
ministration fees; $400 was loaned on a 
note of a friend and is of no value. 
Twelve hundred dollars was invested 
in the stock of a local cutlery plant 
which ceased temporarily to pay divi- 
dends in 1913; $500 was invested in the 
Sterling Debenture Securities Compa- 
ny, whose promoters are now serving 
prison terms. Two hundred and fifty 
dollars was spent for a diamond ring, 
$300 for a trip to Florida, and $350 for 
a new piano. Enthused by an alluring 
prospectus which bore a famous name, 
$500 was invested in a venture that 
recently occupied the attention of the 
postal authorities. Two thousand dol- 
lars was invested in real estate that is 
not likely to yield anything above taxes 
for several years. The rest of the 
money, $6,500, she invested very well, 
providing an income of $300, on the 
advice of her brother, who after her 
losses she finally consulted as to in- 
vestments.” 





PRUDENTIAL PROMOTIONS 





Fred. W. Tasney, Paterson, and E. F. 
Kulp, Irvington, Are Made Assist- 
ant Secretaries 





Two junior officers of The Prudential 
Insurance Company were advfinced in 
rank and three division managers were 
promoted to be junior officers at the 
annual meeting of the board of. direct- 
ors this week. The first two were Fred 
W. Tasney, of Paterson, and Edwin F. 
Kulp, of Irvington, who were made as- 
sistant secretaries. They had formerly 
been supervisors. 

The division managers who captured 
prizes were: E. J. Maclver, F. E. Boyd 
and J. L. Dexter. They were named as 
supervisors. The changes were neces- 
sitated because of growth. W. W. Van 
Nalts was made an office supervisor. 
All the other officers of the Company 
were re-elected. 





The United States Life wrote $2,439,- 
040 insurance during 1914. 





Representing 


The Mutual Life Insurance Company 
of New York 


You will make money. 


The great strength, big dividends and incom- 
parable benefits of the ‘‘oldest company in America’’ 
mean certain success for you. 





For Terms to Introducing Agents, Address 


GEORGE T. DEXTER, 2d Vice-President 
34 NASSAU STREET, NEW YORK, N.Y. 











E. P. MELSON 
President 


JOHN G. HOYT 
Vice-President 


MISSOURI 
STATE LIFE 


Salable 
Policies 


Participating and Non-Participating 


Reliance 
Life Insurance Company 
of Pittsburgh 


Has the best General Agent 
Contract to offer YOU. 


Has All Forms of Policies to 
Offer the Insured—Particip- 
ating and Non-Participating. 
Annual Dividend. Guaran- 
teed Premium’ Reduction. 


Has the Only Perfect Protec- 
tion Policy combining Life, 
Accident and Health Insur- 
ance at Minimum Cost. 








Special Inducements fer 
General Agency Contracts 


Home Office: ST. LOUIS, MO. 














Ambitious, Productive and Trustworthy Life Agents may be 
benefitted by corresponding with the 


Berkshire Life Insurance Company 


of Pittsfield, Mass. 
Ine. 1851 


New policies with modern provisions Attractive literature 
W. D. Wyman, President W. S. Weld, Supt. of Agencies 
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A COOD OPENING 


An old, well established, progressive life insurance company, with unexcelled 
dividend record has good opening at PHILADELPHIA, covering Eastern Penn- 
sylvania. Address, stating qualifications: : 

PHILADELPHIA, care of The Eastern Underwriter 
105 William St., New York City 








Pan-American Life Insurance Company 


New Orleans, Louisiana 
C. H. ELLIS, President 





Total Insurance in force December 31st, 1913.............$13,280,105 
Total Resources December 31st, 1913......... «e+. 2,230,532 





We have a few attractive openings for the right men, offering opportunity 
for the development of lucrative agencies and future advancement with 
our Company. For full particulars, Address: 


E. G. SIMMONS, Vice-President and Agency Manager 


Whitney Central Building 
New Orleans, Louisania 
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1914 FIGURES 











Latest revised figures of 1914 writ- 
ings of life insurance companies are 
as follows: 

The New York Life paid for $223,- 
571,200 in 1914. This is exclusive of 
revivals, increase in old policies and 
additions by dividends. Its total paid- 
for insurance in force in January 1, 
1915, was $2,347,098,388. Its insurance 
in force in 1913 was $2,273,099. Its 
total admitted assets are $790,935,395. 
In 1913 its admitted assets were $748,- 
497,740. The Company has 1,142,253 
policies in force. 

The total new paid-for business of 
the Travelers was $59,511,504 in 1914, 
an increase over the previous year of 
$3,183,397, and the total insurance in 
force December 31, 1914, life depart- 
ment, was $348,589,793. Information re- 
specting casualty figures will be given 
later. 

The Security Life, of Chicago, re- 
ceived in examined applications last 
year $4,000,000. 

The Southwestern Life, of Dallas, 
paid for $6,201,734, not including re- 
vivals and office additions. 

The Western Reserve Life wrote 
during 1914 on a paid basis $906,000, 
whereas in 1913 $396,000 was written. 
Insurance jin force at the end of 1914 
was $2,121,000 as compared with $1,- 
553,256 in 1913. 

The Mid-Continent Life issued $1,- 
319,000 of insurance on a paid-for basis 
in 1914. 

The Massachusetts 
$42,161,912 during 1914. 

The Cleveland Life 
$3,318,495. 

The Reserve Loan Life, of Indian- 
apolis, issued new business of $6,493,- 
843 during the year. 

The Colonial Life, of Jersey City, 
wrote $12,473,772 during 1914. 

The new business (paid) of the Min- 
nesota Mutual Life for 1914 amounted 
to $5,146,316; insurance in force in- 
creased from $23,107,543 to $25,154,279; 
admitted assets at the close of the year 
were $4,383,578, and unassigned surplus 
was $350,491.12. 

The Peoria Life wrote $3,800,000 last 
year, a net increase of approximately 
$2,200,000, an increase of business in 
force of about $12,250,000. 

The paid business of the Equitable 
Life Assurance Society was $135,090,- 
000. 

The amount of the new ordinary 
paid-for business of The Prudential 
during 1914 was slightly in excess of 
$161,000,000. This amount does not 
include revivals or additions to poli- 
cies. In regard to the industrial fig- 
ures the Company has not the com- 
pilation completed yet owing to the 
vast amount of work entailed. 

The Union Central’s paid-for busi- 
ness in 1914 amounted to $52,432,066, 
not including revivals or additions. 

The Meridian Life, of Indianapolis, 
give the following figures: Its total 
written basis was $8,360,112; its paid- 
for basis was $1,523,459. 

The Reliance Life, of - Pittsburgh, 
paid for $15,172,302 life insurance; $8,- 
349,000 accident; $23,271, weekly in- 
demnity health, and its total life in- 
surance in force is $50,494,401. 

The business of the Bankers’ Life, 
of Lincoln, for the year ending De- 
cember 31 was in round numbers, 
$8,000,000. 

The new paid-for business of the 
Peoples Life, of Chicago, was $3,781,- 
810 as compared with $2,070,810 for 
1914. The figures include $1,500,000 re- 
insured in 1914. 

The paid for business of the Two- 
Republics Life of El Paso, Tex., was 
$1,811,186. This does not count in- 
creases from reinstatements. 

The new business of the Indiana Na- 
tional of Indianapolis was $3,405,750, 
and upon December 31, 1914, the total 
amount of insurance in force was 
$8,513,649. . 


Life paid for 


issued in 1914 


The George Washington Life, of 
Charleston, W. Va., paid for $1,192,- 
000 business for 1914 and $1,464,800 
for 1913. 

The Preferred Life, of Grand Kapids, 
paid for $2,146,730 during 1914. 

The Kansas City Life paid for $22,- 
000,000 during 1914. 

The Midland Life, of Kansas City, 
paid for $2,563,250 during 1914. 

The Atlantic Life, of Richmond, 
wrote a paid for business of $819,153, 
making a total insurance in force on 
December 31, 1914, of $25,348,644. 

The La Fayette Life, of La Fayette, 
Ind., issued $2,072,024 during the year. 

The Central Life of Ottawa had 
gross writings last year of $3,800,000, 
giving a net gain of business in force 
of more than $2,000,000. 

The business written figures of the 
Provident Life and Trust are $40,787,- 
222. 

The Germania Life estimates the 
amount of its paid for business during 
1914 to be $18,250,000. 

As near as can be calculated at the 
present time the new paid-for busi- 
ness of the Penn Mutual Life will 
approximate $77,000,000. 

The North State Life, of Kinston 
N. C., estimates that the amount of 
new paid-for business in 1914, exclu- 
sive of office additions, will be $1,- 
105,000, against a total for 1913, includ- 
ing office additions of $1,093,323. 

The Northern Assurance Company of 
Detroit paid for new business of $2,- 
506,000 in 1914. The paid-for insur- 
ance in force on December 31 is $11,- 
146,091. 

The Pan-American Life issued on the 
written basis during 1914 $7,521,983. 
Business in force, December 31, 1914, 
on the written basis was $16,651,757. 

During 1914 the Connecticut General 
paid for $17,828,051, including revivals 
and increases. The number of policies 
written was 6,815. 

The Columbian National Life’s paid 
business for 1914, excluding revivals, 
additions, ete., was $12,732,505. 

The Philadelphia Life paid for new 
business of $3,800,000 during the year. 

The State Mutual Life, had new 
business on a paid-for basis of about 
$20,250, making a gain over 1913 of 
250,000. 








THE AVERAGE EARNINGS OF THE AGENTS 
OF THE 


Standard Life Insurance Company 
OF PITTSBURGH .. .. 
are higher this year than ever before. 


attractive Accident and Health Policies 
have helped them to make more money. 


Write for a LIFE, ACCIDENT AND HEALTH Contract to 
Mr. FRANK A. WESLEY 


Vice-President and Director of Agencies 


Our 








The Montana Life’s paid-for issued 
business in 1914 amounted to $3,517,770. 
Its paid-for written business was con- 
siderably more. Its business in force 
December 31, 1914, amounted to $9,203,- 
329; its admitted assets, $982,291. 

The Security Mutual Life, of Lincoln, 
Neb., wrote $794,000, not including addi- 
tions. 

The German-American Life of Bur- 
lington, Ia., issued $1,183,500 during 
1914. Its lapse ratio was phenomenal- 
ly low, $95,000. Its death rate was 
$13,500. 

The Capitol Life, of Denver, issued 
$4,3(5,000 paid for business in 1914, 
and closed its books with more than 
$16,000,000 of paid-for business on its 
books. 

The 
wrote 


Standard Life, of Pittsburgh, 
almost $3,000,000 during 1914. 

The Old Line Life, of Milwaukee, 
wrote $1,901,000 paid for business in 
1914 as compared with $1,875,000 for 
the year previous. 

The Southern Life and Trust, of 
}reensboro, wrote new paid-for busi- 
ness of $3,576,000, not including bonus 
additions. The corresponding figures 
for 1913 were $3,309,800. 

The Union Mutual of Portland, Me., 
paid for new insurance in 1914 amount- 
ing to $6,289,790. 


The National Life, of Vermont, is- 
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sued $21,558,399 new insurance on the 
paid for basis and its paid first pre- 
miums increased $12,241 over 1913. 

The Pittsburgh Life & Trust now 
has a total insurance in force of more 
than $105,000,000. During 1914 it re- 
ceived 13,416 applications for new in- 
surance, amounting to $31,423,526. The 
Company made a gain in new applica- 
tions received, in first year premiums 
received, in insurance in force and in 
premium in¢éome. 

The Bankers Life, of Des Moines, 
closed the year with a net increase of 
$30,000,000 in 


; legal reserve insurance 
in force. The total assets of the Com- 
pany exceed $24,000,000. 


The premium income of the Colum- 
bus Mutual Life, of Columbus, O., dur- 
ing the year was $312,825, as compared 
with $250,675 for the year previous. 
The surplus to policyholders is 
$226,630, showing a 15 per cent. in- 
crease. The assets aggregate $543,529 
a considerable gain. The total] insur- 
ance in force is $5,740,478. 


The Volunteer State Life, of Chat- 
tanooga, Tenn., paid for $4,048,617 
in 1914, 

The Southeastern Life, of Green- 
ville, S. C., paid for $1,800,000 new 


business in 1914. 
The Southern States Life, of Atlanta. 


wrote $4,054,320 on a paid for basis 

The Detroit Life, wrote $4,271,189 
during the year and expects to write 
$5,000,000 in 1915. Its gross assets 
jumped from $314,010 in December, 
1913, to $383,969 on December 31, 1914. 


Its new premiums for 1913 amounted 
to $62,149. The Company has $5,463,009 
insurance in force. 


The Conservative Life of Wheeling, 
W. Va., wrote $3,225,000 during 1914. 

The New England Mutual’s total 
paid-for business for the year 1914 was 
$31,561,852. 





DISABILITY CLAUSE LEGAL 





Metropolitan Life Wins in Massachu- 
setts—Hardison Wants Two 
Laws Enacted 





The Supreme Court of Massachusetts 
has sustained the legality of the dis- 
the Metro- 
politan to be inserted in its policies. 

In consequence of this decision Com- 
missioner Hardison has recommended 
to the legislature the enactment of two 
bills, one requiring companies to make 
a specific charge for the disability 
benefit, and the other to empower the 
Commissioner to prescribe a_ special 
table of mortality by which the reserve 
for the disability risk assumed may be 
computed. 


ability clause proposed by 





PITTSBURGH WRITINGS 
Pittsburgh daily papers are carrying 
a story to the effect that $85,000,000 
was written there by life insurance 
men last year. 
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PLEA FOR INCOME INSURANCE 


ATKINSON’S TALK TO AGENTS 








Forget About “Principal Sum” and 
Dwell on Income Says Brooklyn 
General Agent 





The speech of William F. Atkinson, 
general agent of the Northwestern 
Mutual Life in Brooklyn made before 
agents of the company in Washington, 
in part follows: 

There is a woman in Pittsburgh 
whose husband died in 1900, leaving 
her the ownership of- several enormous 
steam laundries and $540,000 of life 
insurance money. To-day—only four- 
teen years later—at age seventy, she is 
working as a day laborer in one of 
these laundries. 

Isn’t this illustration sufficiently 
striking to make everyone realize that 
the payment of life insurance money 
in a lump sum is very apt to fail in 
its purpose, and that payment of life 
insurance moneys as income for life, 
or for a period of years, is the only 
means that surely and fully guarantees 
a livelihood for those whom it was 
desired to protect? Is not insurance 
payable on the income basis, the life 
insurance of the future, and is it not 
time that we stop talking about the 
“principal sum” and devote ourselves 
to talking of the “income.” 

The Trust Company 

Let us first view this question from 
the standpoint of your client. The 
lump sum payable to the widow or 
children at death, means that somebody 
must take care of it. Who is going 
to do this? There are three plans 
upon which it can be left: It may be 
left in the care of a trust company 
as a trust fund, to be managed in ac- 
cordance with the principles laid down 
in a trust agreement. This is one of 
the safest methods. It means that a 
trust company will invest the money, 
and if faithful to its trust, it will en- 
deavor to select the safest securities. 
In fact, since it might be criticised 
if there is a loss, it will probably 
choose securities of such a low interest 
bearing nature that there is little 
danger of loss. It will charge their 
proper fees for doing this work, in 
addition to which the estate must also 
stand certain legal expenses, and other 
incidental costs, and, of course, income 
taxes, transfer taxes, inheritance tax- 
es, and many are the claims that are 
made upon it. The funds of each 
estate is a unit, and if any of the in- 
vestments turn out poorly, the loss 
must be stood by that individual estate. 
It is not distributed over a great aver- 
age. You are banking on the wisdom 
of the trust company officers. 

The Friend Made Executor 

The second method is to appoint 
some friend or group of friends as 
executors of the estate. You are then 
trusting to the wisdom and honeSty of 
an individual, or individuals. The in- 
sured will not be there to watch them. 
A great many men fail to withstand 
the temptations that such a trust offers, 
and are often deliberately dishonest, 
or are unfaithful in their administra- 
tion of the estate, using the estate to 
improve their own personal position. 
Or even if they prove absolutely honest, 
the opinion of an individual who has 
probably not had great experience in 
the investment of moneys, is very apt 
to prove unsafe. This method is open 
to very great danger. 

Letting Family Invest 

The third method is to pay the money 
direct to the wife or beneficiary and 
trust them to invest it. In the case 
of the children, they must be of age 
in order to” take this responsibility 
legally, so they would have to depend 
on some guardian, which is open to 
the same objections of the second 
method, outlined above; and in the 
case of the wife, she has rarely been 
trained to business methods and busi- 
ness ways, and is quite incapable of 
investing money without danger of 
loss. If you were to receive $10,000 
to-day, would you hand this money to 





Agency Supervisor Wanted 








A leading General Agency, pro- 
ducing several million dollars in 
business per annum, representing 
for fifty years past a well known 
Connecticut company in New 
York, Vermont, Massachusetts 
and New Hampshire, requires 
the services of an alert, ambitious 
young man to act in the ahove 
capacity, working with a present 
successful agency force and espe- 
cially to secure new agents, train- 
ing them to close business. 


A bright future for the right 
man. Only a man with clean 
habits and good record need apply. 


Address. “‘Agency Supervisor,”’ 
care of The Eastern Underwriter. 














your wife with the statement that you 
wished her to invest it? 

You will see that each one of these 
methods of administering the estate 
fails. Almost any man that you are 
talking to along these lines will im- 
mediately recall some case. Let me 
speak of two or three that have come 
under my persona] observation: 

Failed to Invest Properly 

We paid a very intelligent woman 
$5,000. She asked my advice about 
the investment of some of it, and when 
I advised first mortgages—which would 
have paid her at that time 5% per 
cent. interest—she stated that she had 
loaned some of the money at 8 per 
cent. to a friend of her husband; that 
she didn’t know what he was going 
to do with it; but imagined that he 
was going to put it into his business, 
and that he had not given her any- 
thing to show for it, except a letter 
stating that he had received the money. 
Just think of using part of her small 
principal in such a way as this. In- 
come insurance would have prevent- 
ed it. 

We paid a woman $1,500, who told 
me of her great worries for the future, 
because she had four children and did 
not know what work she could do; 
and yet two or three weeks she bought 
a piano. How much better off she 
would have been with even $8 or $9 
a month, with a realization of her exact 
situation. 

Not Easy to Invest Properly 

It is an exceedingly difficult thing 
to safely invest money. It requires 
years of specialized training to do so 
without mistake; and it requires inti- 
mate knowledge of business conditions 
to prevent loss. What opportunity has 
the widow to keep closely in touch with 
business conditions; and as a matter 
of fact, what chance is there that the 
average executor will be sufficiently 
well informed to avoid loss. These 
times of financial trouble give us 
plenty of illustrations to use. Five 
years ago, yes, three years ago, the 


New York New Haven stock was con- 
sidered gilt-edged. It was advised for 
careful investors. It was considered 
one of the soundest investments in all 
New England. It was owned very 
largely by widows and estates, and 
people who were dependent upon its 
dividends for their income. Yet to-day 
it is not paying dividends, and it has 
depreciated greatly in its value, and 
those who were depending upon its 
dividends for their income, are going 
without. A few years ago, property in 
a certain section of New York city was 
one of the most profitable and best 
rented properties in the city. To-day, 
there are many vacant stores and lofts, 
and many of the buildings will not even 
bring their mortgage value. 
“Ten Thousand” Sounds Big 

Now let us consider this a moment 
from an agent’s selfish standpoint—of 
how he can make the most commis- 
sions. When you talk to a man about 
$10,000 insurance, you are talking 
about a lot of money. You may be 
talking about more money than he has 
ever seen, and a great deal more than 
he is worth. Every time you say 
$10,000 he is-impressed with the fact 
that if he accepts your proposition, he 
will be an exceptionally generous fel- 
low, and will have provided all that 
his family ought to have. In fact, he 
will probably end by deciding that 
$5,000 is liberal enough; but if you 
talk about $652.50 a year income 
(which is only a little over $50 a 
month) he is impressed by the fact 
that his family cannot live on it; that 
they will undergo great hardships if 
forced to live on it. In fact, you 
almost insult a man if you talk $652 
a year income. He is impressed with 
the fact that he is underinsured and 
that his family ought to have $1,200. 
a year income. He is going to wish 
that he could make it more, and if 
he can afford to, he is going to make 
it more. He is drawing his pay, or his 
profit, or his salary monthly. He is 
used to talking in terms of $190 or 
$500 or $1,000 a month. He is paying 
his bills monthly. He is always living 
in the terms of monthly income. 

When you talk insurance income to 
him, you are talking in the same terms 
in which he lives. When you talk 
“principal sum” to him, you are talking 
in a language he is not accustomed to, 
and it will be very hard for him to ap- 
preciate and understand. Talking 
“principal sum” tends to decrease the 
size of the application. Talking “in- 
come” tends to double and treble the 
size of the application. 





SUCCEEDS LEE McCLUNG 

George Dwight Pratt, of Springfield, 
Mass., has been elected a director of 
the Phoenix Mutual Life, to fill the 
vacancy caused by the death of Lee 
McClung, former Treasurer of the 
United States. Mr. Pratt began his 
business career in the office of the 
Massachusetts Mutual Life, where he 
continued until 1900. He was cashier 
at the time of his retirement. From 
1903 to 1913 he was president of the 
board of trustees of the Springfield 
Hospital. He was also chairman of 
the municipal building commission. He 
is a descendant of Thomas K. Brace, 
for years president of the Aetna (Fire) 
Insurance Company. 





A bill aimed at twisting has been 
introduced in the Ohio legislature. 





Reserve ....... hie ww a hat 


Compulsory Deposit Law. 


ginia, Illinois and Indiana. 
Company. 





The Meridian Life Insurance Co. 
INDIANAPOLIS, IND. 
Insurance in force, Dec. 31st, 1913..........$23,869,332.00 
Assets 


ee a 
eee eee eee eee eee 


The liberal up-to-date policies issued by this Company are clear and 
definite in their provisions and the reserve is in accordance with the Indiana 


We have open territory for high grade men in the States of West Vir- 
If interested in a liberal contract, write the 


2,455,653.33 
1,803,659.29 
453,249.23 
105,363.49 








First Mutaal 
New England 
Mutual Life 


Insurance Co. 
BOSTON, MASSACHUSETTS. 





Operates on a full 3 per cent. Re- 
serve under Massachusetts Law, 
and offers the best possible secu- 
rity, with a safe, equitable con- 
tract. 

FINANCIAL STATEMENT 

Assets, Jan. 1, 1914. $66,168,702.53 

Liabilities ........ 61,182,456.00 


Surplus ...... ...$ 4,986,246.53 





ALFRED D. FOSTER, President 
D. F. APPEL, Vice-President 


ALB 
Witttam F. DAVIS, Secre' 
FRANK T. PARTRIDGE, Asst. on 
MORRIS P. CAPEN, Asst. Secretary 





EDWARD W. ALLEN, 
220 Broadway, New York 
LATHROP E. BALDWIN, Manager, 
141 Broadway, New York 








HOME LIFE 
INSURANCE COMPANY 


OF NEW YORK 


An examination of the Home Life of 
New York by the New York Insurance 
Department, the report on which has 
of se issued shows the Company to 

in splendid condition in every re- 
spect with an excellent record in all of its 
relations with policyholders. The chief 
examiner closes the report on the exam- 
ination as follows: 


“From the above report it is apparent 
that the Company is efficiently anaged, 
its claims under its policies promptly 
Fae mg | and its policyholders treated 
fairly. 


During the period under examination 
the Home Life has experienced a steady 
and sound growth, its assets, now nearly 
$30,000,000 being well over five millions 

eater than in 1909 and the insurance in 

ree having increased from $32,533 in 
the year mentioned to over $116,000,000 in 
1913. 


For Agency apply to 


GEORGE W. MURRAY, Supt. of Agts. 
256 Broadway, New York, N. Y. 
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1865 --- Fifty Years Old --- 1915 








Unexcelled In 
Favorable Mortality 


AND 
Economy of Management 


The 


Provident Life 


and Trust Company 
OF PHILADELPHIA 
Rates of Premium Ssiemensly Low and 


still further reduced by 
Annual Dividends 
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IDEAS SHOULD BE DYNAMIC 


INSURANCE 





HOW TO PRESENT 





Agents Should Make Arguments Fit the 
Thought and Personality of 
the Prospect 





Insurance is written by the presen- 
tation to the prospect of suitable dy- 
namic ideas. Ideas are things having 
force, weight, form, emotional] color, 
origins and relationships, the same as 
any material object, says Field Notes. 
In the same way that persons to whom 
they are presented have greater or less 
powers of apprehending material ob- 
jects, they differ greatly in their powers 
of comprehending ideas. A _ further 
likeness between ideas and objects is 
found in their qualities of attraction 
and repulsion and the dependence of 
these qualities to a large extent upon 
the character, calibre, experience and 
preconceptions or prejudices of the per- 
sonality to which they are presented. 
That which attracts one person may 
be repulsive to another. 


Appropriate Ideas 


It is known that the more success- 
ful salesman possess the faculty of 
selecting the most appropriate ideas 
and of presenting them in the manner 
most favorable to the production of 
action. What then are the. qualities of 
those dynamic ideas which have reality 
and prove their superiority of form and 
presentation by the fact that they are 
successful in moving men to sign ap- 
plications? These motor generating 
ideas should be relatively concrete and 
true to experience, rather than abstract 
and theoretical. They must appear as 
possible personal experiences. The 
most eloquent discourse on poverty in 
the abstract has little motive power 
as compared with a particular concrete 
case. 

Effective ideas must overlap the 
prospect’s own world; they must join 
on with his own ideas, and contain, 
together with the new elements, others 
which are already known to and ac- 
cepted by him. No man will, or can 
be affected by things entirely for- 
eign to his thoughts and experience. 
The case of the rich man whose estate 
was lost because he leftnoinsurance 
will not move the wage earner to pro- 
tect his family with life insurance. The 
necessary common personal factor is 
absent. The tribulations of persons felt 
to belong to a different plane or class 
of life have little reality for us. “From 
a painted hook one can only hang a 
painted chain.” 

Must Fit Prospect’s Own World 

Ideas will be effective in the propor- 
tion that they belong and fit in with 
the prospect’s world; the world of 
ideas, traditions, conventions and stan- 
dards which govern him in his social 
or vocational relations. Otherwise such 
ideas would have little feeling of reality 
for him. Without such reality belief 
or consent is impossible. 

Effective ideas must create expecta- 
tion, curiosity, pleasure or pain, thus 
stimulating the will to attention. They 
should be simple, easily grasped, free 
from confusing irrelevancies. 

Every man carries with him a gill- 
net past which flows his stream of life. 
This net seizes and holds as a per- 
manent addition to his character and 
personality a portion only of those ele- 
ments he is capable of making use 
of. The ideas which are too large for 
him as well as those which are t o 
small pass him by and affect him not 
at all. The unsuccessful salesman fails 
because the ideas he uses are wrong, 
either in size or form, or both. 

For these reasons there is no condi- 
tion more yaluable to the insurance 
salesman than knowing his man; the 
ability to think as he will think and 
feel as he will feel. Many fail in our 
work because they are unable to meet 
their prospects on their own ground 
and think in their language. Captain 
Disko Troop always filled his boat with 
cod before any one else because he 
could think like a cod. 


STATING COST EFFECTIVELY 


Protection of $5,000 20 Pay Life 
Contract is a 3 Per Cent. 
Proposition 








Suppose you were a business man 
feeling the pinch of dull times, col- 
lections hard, and you arranged with 
your banker to have $5,000 placed to 
your credit as a measure of protection. 
And suppose your banker said, “All 
right, you pay us 3 per cent. yearly; 
that will be sufficient. In case of your 
death the entire amount will be turned 
over to your estate.” 

You would be apt to pinch yourself 
to make sure you were awake, wouldn’t 
you? 

When you offer to put back of a nan 
of 30 the protection of a $5,000 twenty 
payment contract, you are offering him 
practically a 3 per cent. proposition. 
It isn’t good salesmanship to pull the 
cost to the fore. You should dwell 
upon the merits of your proposition, 
how it is going to serve your prospect, 
what it will do for him and his family. 
He knows this thing is not going to 
be given to him. When the right time 
comes he will want to know the dollars- 
and-cents of the transaction, and, of 
course, you will have to tell him. But 
if you tell him “the annual deposit re- 
quired will be about 3 per cent. of the 
principal,” it will present the case much 
more interestingly to his mind than if 
you talk about “cost” and express it 
in dollars. 

The same thing applies to the ordi- 
nary life. “An annual deposit of about 
2 per cent. of the principal” is not near- 
ly so formidable as “it will cost you 
around $100 a year.” 

The twenty year endowment policy 
at this age could be presented on the 
basis of “about a 4 per cent. deposit.” 
—Fidelity Field Notes. 





TRAVELERS WESTERN CHANGES 

Frank E. Ford having voluntarily re- 
leased jurisdiction of the States of 
North Dakota and Minnesota—outside 
of the counties of Ramsey, Washing- 
ton, Chicago, Dakota and Goodhue in 
Minnesota—the Travelers will, on and 
after January 1, 1915, transact its life 
and accident business in North Dakota, 
South Dakota and Minnesota—outside 
the counties named above—through its 
branch office in the Security Building, 
Minneapolis, which office has handled 
Liability and Compensation business for 
some time past. 

Earl D. McKenzie, who has repre- 
sented the Company for several years, 
has been appointed manager, life and 
accident departments. 

William C. Billings will continue as 
manager of the liability and compen: 
sation departments. 

Frank E. Ford will, on and after 
January 1, 1915, represent the Com- 
pany as general agent, life and acci- 
dent departments, for the counties of 
Ramsay, Washington, Chicago, Dakota 
and Goodhue in Minnesota, with office 
in St. Paul, and agents in these counties 
will continue to transact their life and 
accident business through the agency 
of Mr. Ford. ’ 


RECORD OF WOODS AGENCY 

The Edward A. Woods Agency of the 
Equitable Life in Pittsburgh wrote 
$24,448,496 in 1914, and on January 1 
had $20,564,487 in force. Its record 
since 1890 is summarized as follows: 





BEE sbccbt den saneeenvews $5,050,000 
BE hrs tatisddusnesicwsesx 9,148,529 
Eee OTe ee ere 15,618,822 
OEE iss eCAK eee RAe DS aeKeO eS 24,448,496 





WILL REDUCE CAPITAL 
The Hartford Life has filed a petition 
with the Secretary of State signifying 
its. intention of reducing its capital 
stock from $250,000 to an amount not 
less than $50,000. 





WISCONSIN STATE LIFE FUND 

The Wisconsin State Life Fund paid 
first year dividends ranging from $3.84 
to $13.63 on policies of $1,000. Com- 
missioner Pkern says: “The ideal 
policy issued by the State Fund Life is 
the endowment at age 65.” 
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Extracts from Report of Examination of 


SOUTHWESTERN LIFE INSURANCE CO. 
By the State of Texas, July 2, 1912 
“The affairs of the Company are most ably managed, and 
all its records are in excellent shape. 
“The treatment of policy-holders has been fair and equitable 
and claims have been promptly paid. Evidences are not lacking 
that the Company enjoys the confidence of the insuring public, 
a confidence apparently well deserved.” 








Reserve Loan Life 
INDIANAPOLIS, INDIANA 


General Agents Wanted for Territory in Pennsylvania 











“At the Head of the Nation” 


Equitable Life Insurance Company 
of the District of Columbia 











MEN WHO KNOW HOW can secure service contracts 
that will enable them to sell the Best Standard Insur- 
ance Policies, both Ordinary and Industrial. Terri- 
tory—District of Columbia, Delaware, West Virginia, 
and Ohio. 

















PE Ereescbbcresewiaiersnses HENRY P. BLAIR 
VES PREBs cocccsccccesvesscse0s JOSEPH SANDERS 
and V. P. & Gen. Mgr........ WM. A. BENNETT 
SECTORAL crccccccccccoccsesces ALLEN C. CLARE 
BRREY scccsscesecocesessd GILBERT A. CLARK 


Equitable Butising, 


Washington, D. 








HOW ABOUT THE 
NEW YEAR? 


Will you make it a better one than 
last? Good openings for aggressive 
men, either as personal producers 
or agency organizers. 


Write and See If We Can 
Get Together 


Pittsburgh 
Life & Trust Company 


Home Office 
Pittsburgh, Pa. 


HOWARD S. SUTPHEN, 
Director of Agencies 


You Wish To Be Paid Well 


for your efforts. Producers receive 
liberal compensation under the 





Direct Agency Contract 
OF THE MANHATTAN LIFE 


A top-notch renewal income as- 
sured for years to come. 

Several pi of llent terri- 
tory, with exclusive rights, open 
for men of character and ability. 


For particulars address 


THE MANHATTAN LIFE 
INSURANCE COMPANY 
66 BROADWAY NEW YORK 








W. 0. BALDWIN, 
President 














REMEMBER 


The Texas Life Insurance Company 
OF WACO, TEXAS 
Is the pioneer life insurance company of 
the Southwest 
ATTRACTIVE POLICIES and LIBERAL CONTRACTS 

















“BUILT FOR ALL TIME” 


San Antonio Life Insurance Co. 


SAN ANTONIO, TEXAS 
GROWTH IN ASSETS INSURANCE IN FORCE 


$426,085.00 $2,629,020,00 
485,915.57 4,083,650.00 
543,004.04 4,715,584.00 
607,788.11 6,134,044.00 





Men of character and ability can secure agency contracts by writing 
HENRY A. HODGE, President 
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Live Hints For Business Getters ae 


Practical Suggestions to Help the Man With the Rate Book Increase His 
Income and General Efficiency 











HOW SHALL WE GET YOUR APPLICATION? 


priated below were sent to agents of the Mid- 


The effective illustrations 


Continent Life Insurance Company, of Muscogee, Okla., by President King. 


They are copyright 1914 by H. C. 





THE TIME WILL COME 


When you must “drop a line” 
about six feet into mother 
earth. How will that 

drop affect your loved ones? 


King, Kansas City, Mo. 


THE TIME WILL COME 
When your physical condition 
will preclude your calling on 
even your loved ones. 

How will that affect them? 








THE TIME WILL COME 


When the undertaker will 

call at your home for your 
mortal remains. How will that 
affect your family 

and business? 





THE TIME WILL COME 
When you cannot hear us 
pray for your application. 
harden not your heart in 


the day of opportunity. 


Therefore, 


THE TIME WILL COME 
When your application 
could not be accepted, 
should beg for it. How 
affect those dependent 
upon you? 


even 
will that 


THE TIME WILL COME 
When we cannot reach you 
with an ax. Therefore, we now 
you to kindly fill 
out blank on reverse 
side and watch for 
interesting results. 





“Ax” 





A Purely Mutual, Old-Line, Western Company 
Last Year’s Record Best in its History 


GOOD Contracts and GOOD Territory for GOOD Men 


Northwestern 
National Life Insurance Company 


MINNEAPOLIS, MINNESOTA 








The wise salesman 


Dissatisfaction will seek first of 


With Unexplained all to secure a 
Policies satisfied customer, 
for it is by this 


method only that he can hope to build 
up a sound and profitable business, 
says a claim representative of the 
Pacific Mutual Life. This applies to 
the insurance salesman with the same 
force that it does to the seller of any 
other thing of value. In order to ob- 
tain the result desired, it is of the 
utmost importance that the purchaser 
understand clearly what he is buying 
so that there may be no disappoint- 
ments later. Applying this to the sale 
of insurance, it is highly desirable 
that the prospective policyholder be 
fully informed in respect to the terms 
and conditions of the policy contract. 
If this course is not followed the in- 
sured’s first knowledge on the subject 
is generally obtained in connection with 
the settlement of his first claim and 
sometimes with unfortunate results. It 
may be urged that the policyholder 
should carefully read the contract of 
insurance at time of purchase, and thus 
fully post himself on its provisions, 
but it is common knowledge that the in- 
sured seldom reads his policy and, if so, 
with a most superficial grasp of its 
terms, depending on the statements of 
the agent as to its terms and condi- 
tions. 

Concrete examples might be given of 
the misunderstandings and dissatisfac- 
tion which frequently follow the failure 
of the agent to adequately explain the 
policy provisions at the time. of sale, 
but they are deemed unnecessary. Ac- 
tual cases will doubtless be recalled 
by every insurance man who reads this 
article. While the unfortunate effects 
of this laxity in selling methods are 
felt by all concerned in the business, 
the brunt of the resulting trouble must 
be borne by the Claim Department. As 
seen from the viewpoint of this de- 
partment the conditions referred to em- 
phatically constitute a situation calling 


if you for remedy and all soliciting agents are 


earnestly urged to co-operate in re- 
lieving these conditions. It is obvious 
that any betterment in conditions will 
result to the advantage of the solicit- 
ing agent as well as all others con- 
cerned. 





NORTHERN ASSURANCE FIGURES 





Increased Earnings on Capital—Net In- 
crease of a Million Paid Insurance 
in Force 





The Northern Assurance Company, 
of Detroit, has made an increase of 
about $8,000 in the net admitted sur- 


plus of the Company, after having paid 
a dividend during the year of $5,000, 
making in all 13 per cent. net earnings 
on its capital stock in addition to mak- 
ing a net increase of over $1,000,000 of 
paid for insurance in force.The follow- 
ing facts about the Company are also 
of interest: 

First—Only $25,000 was originally 
paid in to the surplus of the Company 
by the stockholders. 

Second—No commission was paid for 
the sale of the capital stock out of the 
proceeds of such stock. 

Third—In seven years the Company 
has returned $27,v00 in dividends to 
stockholders; has acquired over eleven 
millions of paid for assurance in force, 
and has the original surplus contrib- 
uted substantially intact. 

Fourth—No agency companies or 
other subsidiary connections are in any 
way, shape or manner operating for 
this Company. It has paid all of its 
own expenses out of the resources of 
its business, and owns its own busi- 
ness free from any subsidiary claim or 
connection. 

Fifth—the Company has accomplish- 
ed these things without the aid of the 
extra loading to be had in so-called 
participating premiums, all of its poli- 
cies being on the non-participating 
level premium plan; not even guaran- 
teed dividends or other schemes for 
increasing the loading having been re- 
sorted to. 

Sixth—The investments of the Com- 
pany are confined to municipal bonds 
and first mortgages on improved in- 
come bearing real estate worth at least 
double the amount of the loan. No 
stocks or corporation bonds of any 
kind are bought as investments for the 
Company. 





WINS IRON CROSS 

Soon after the war started Hans 
Mueller left the mathematical depart- 
ment of The Prudential Insurance Com- 
pany and arriving in Germany joined 
the army. Word has just been received 
in Newark that he won the Iron Cross 
for bravery on the field. Another rep- 
resentative of The Prudential’s mathe- 
matical department who joined the 
French Army has been promoted to 
a captaincy. 





Commissioner Epstein, of Colorado, 
has issued his report on the merger of 
the Aegis Life, of Denver, and the Cen- 
tral States Life of St. Louis. He sums 
up as follows: The laws of Colorado 
and Missouri have been obeyed; the 
policyholders have been fully protected; 
the merger is fair and equitable from 
the standpoint of the stockholders. 





him, couldn’t you? 





If you could show a 


TOTAL ABSTAINER 


Where the policy you are selling gives him the benefit to 
which he is entited by being a better risk—you could sell 


Our T. A. Policy does it 


Peoria Life Insurance Company 
PEORIA, ILLINOIS. 


























January 16, 1915. 
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Makes Defense of Amortization Law 


Henry Moir of Home Life, Comments on Scotch Actuaries’ 
Discussion of His Paper 


(Continued from our last issue.) 








While Mr. Hutton cannot have meant 
to indicate that if the Income Tax rises 
by 2-6 market value of a 4 per cent. 
bond would be reduced to the basis of 
a 3% per cent. yield, nevertheless his 
remark gives that impression to a hur- 
rieil reader. Policyholders must suffer 
through reduced income when the in- 
come tax is increased and temporary 
fluctuations in the Income Tax have 
only a limited effect upon values—mar- 
ket or other. Again Mr. Hutton con- 
veys an altogether erroneous idea of 
valuation systems in America when he 
speaks of a “standardization valuation 
of liabilities.” Great latitude is per- 
mitted in valuation, within wide limits, 
at the discretion of the companies. 1 
think there is no question but that re- 
sponsible auditors would formerly have 
signed a balance sheet based upon the 
amortization plan if the system of val- 
uation of bonds and fixed term securi- 
ties were fairly and clearly set forth 
in that balance sheet. Moreover, I have 
discussed the question with responsible 
auditors, and find that this is their 
opinion. Again Mr. Hutton says: “Now 
no company, so far as 1 am aware, has 
ever qualified the declaration in the 
certificate.” The suggestion is unreas- 
onable. The third schedule instructs; 
“and a certificate must be appended” 

. ? @ te omest thet *- * * 
etc. The practical result is that the 
wording of the cult is given, and the 
question is not as to the “form” of the 
certificate, but as to its interpretation. 
In obedience to an act it is usual and 
proper to avoid danger by adhering 
closely to the exact wording. Some 
companies explain carefully what they 
are doing, and thereby show what inter- 
pretation they have placed upon the 
certificate, and the authorities appar- 
ently find no reason to object to such 
an interpretation. 

Due custom on the part of banks or 
even of fire insurance companies (most- 
ly proprietary institutions) whose 
functions and responsibilities differ 
from those of life companies, make it 
desirable to follow the market value 
as a guide, using the lower of the two 
values (1) Book or (2) (Market. On the 
other hand justice and fair play de- 
mand a more stable basis for mutual 
(participating) life insurance, and this 
Stability is afforded with due safe- 
guards by the system of amortization 
as outlined. It interests me to observe 
that no critic referred to the analogy 
of valuing (1) Mortgages for fixed 
terms (2), reversions and (3) policy 
loans; under all three the Method of 
Amortization has been in continual use 
in Britain. In the matter of policy 
loans, I have loans from three compa- 
nies at the present moment—one at 
3% per cent. interest, one at 4 per cent. 
interest, and one at 5 per cent. inter- 
est. I have no doubt but that all three 


by mortgage, irrespective of whether or 
not the price be quoted on some Stock 
Exchange. 

New York’s Law. 

New York’s law is cautiously drawn 
since every default must be attended to 
immediately, as well as cases of inad- 
equate security bringing depreciation, 
whereas appreciation cannot be brought 
into the accounts. The law is also 
carefully administered, and the publi- 
cation of market values alongside the 
amortized values will call attention to 
those holdings where the security may 
have become inadequate or may be im- 
Paired. 

I am glad to observe that there 
seems to be practical unanimity in ob- 
jecting to the application of the mar- 
ket value of the day the books close; 
and I am convinced that as familiarity 
with the Amortization Method increases 
intelligent men will more and more ap- 
preciate its advantages and its justice 
when applied to the assets of a mutual 
life company. I would repeat, how- 
ever, that there is no plan which will 
relieve directors and responsible offi- 
cers of their obligation to policyhold- 
ers in using cautious foresight and in- 
telligence, both governed by an earnest 
endeavor to be just and fair. 





MAKES FINE PROGRESS 





Digest of Figures from Report of the 
Continental Life of Wilmington, 
Delaware 





The annual statement of the Conti- 
nental Life of Wilmington, Del., shows 
that the Company is making good pro- 
gress. Its net earnings for 1914 
amounted to $83,368. The Company, 
after paying stockholders 12 per cent. 
regularly and six per cent. extra in 
dividends, carried more to _ surplus 
than was paid them in dividends. 
The Company increased its surplus 
last year $166,746.99 and its assets now 
amount to $1,214,411.56. The Company 
has a legal reserve for the protection 
of policyholders amounting to $529,- 
482.97, and its reserve for taxes, etc., 
amounts to $18,051.86. The Company 
has shown a steady growth. Its assets 
have increased from $145,530 in 1908, 
to over $1,000,000 in 1914. During the 
same period its insurance in force has 
increased from a little over $1,000,000 
to $13,702,655. The Company’s capital 
stock now amounts to $290,810, which 
added to its surplus of $376,066.73 
makes the surplus to policyholders 
amount to $666,876.73. The insurance 
of the Company is all annual dividend 
or non-participating. 

There is still $709,190 authorized 
capital to be issued at $20 per share; 
this sum invested at 5 per cent. will 
yield in interest alone $70,919 annually, 
in addition to which the Company will 


THE 














METROPOLITAN LIFE 


Insurance Company 


(Incorporated by the State of New York) 
(Stock Company) 


= Of the People 
the Company By the People 
———= For the People 
The Daily Average of the Company’s 

Business during 1913 was: 


549 per day in Number of Claims Paid. 


7,895 per day in Number of Policies 
Issued and Revived. 


$1,676,339 per day in New Insurance 
Issued and Revived. 


$286,288.02 per day in Payments to 
Policyholders and Addition to Re- 
serve. 


$164,025.94 per day in Increase of 
Assets. 





JOHN R. HEGEMAN, President 








Capital sed Surplus. . 
Insurance in Force. 


Liabilit ecccceseces voce ovens 


Payments to Policyholders since Organization.. 
Is Paying its Policyholders nearly.. 


GOOD TERRIT ORY FOR LIVE AGENTS 





ORGANIZED (871 


Life Insurance Company of Virginia 
RICHMOND, VIRGINIA 


OLDEST - LARGEST - STRONGEST 
Southern Life 


Issues the most liberal forms of Policies from $1,000.00 to $50,000.00 
CONDITION ON DECEMBER 31, 1913; 


Insurance Company 


94, 668, 092.00 
14,188,137,61 


.-$1,250,000.00 annually 








all members. 


is unsurpassed for net low cost and care of interests of 


A PENN MUTUAL PREMIUM, less a PENN MUTUAL 
DIVIDEND, purchasing a PENN MUTUAL POLICY, con- 
taining PENN MUTUAL VALUES, make an INSURANCE 
PROPOSITION which in the sum of ALL ITS BENEF ITS, 


& 





THE PENN MUTUAL 


LIFE INSURANCE COMPANY 
OF PHILADELPHIA 
@n January 1, 1969, rates baa reduced and values increased to full 


reserve 








Life Insurance and Texas 








carry the loans at their face amounts, I 
yet under the Market Value Theory have the regular earnings on its busi- 
where is the justification for one com- 2¢SS which, according to the record of 
pany carrying a loan at 4 per cent. for last year, should make total earnings 
which another company draws 5 per Of $154,287.79. 


Texas has more than four million people, made up of 
home grown population and the best selections from other 
states. They are a progressive people and they are buying 
life insurance—about seventy million dollars a year. 

More than a hundred thousand suitable subjects in the 
state are uninsured, and several times that number inade- 








cent., the security being identical in 
each case? Those who Criticize the 
method adversely seem to be under the 
impression that the mere accident, or 
incident, of a security being quoted on 
a public Exchange alters its character 
and makes it such that the Exchange 
value should govern. Anything of value 
is marketable and realizable at a price. 
The practice of selling mortgages is a 
common one in America, and there 
seems no reason why like transfers 
should not take place in Britain; per- 
haps they do. Anyhow the analogy 
seems clear that if an ordinary mort- 
gage running for a period of years can 
be carried at its face value, irrespect- 
ive of temporary fluctuations in interest 
rates, surely the same principle should 
apply to a debenture similarly secured 


RE-ELECT OLD BOARD 

The annual meeting of policyholders 
of The Fidelity Mutual Life Insurance 
Company, held on January 12, resulted 
in the unanimous re-election of the old 
board of directors. The board consists 
of Walter LeMar Talbot, F. X. Quinn, 
Lewis R. Dick, Nathan T. Folwell, T. 
Comly Hunter, J. P. Hale Jenkins, 
Joseph deF. Junkin, Geo. W. Kendrick, 
Jr., William T. B. Roberts, George W. 
Roydhouse, Samuel J. Steele, Charles 
S. Walton. 





SUCCEEDS HIS FATHER 
Floyd I. North, of Burlington, Vt., has 
been appointed State agent in Vermont, 
of the Aetna Life, succeeding his father, 
the late G. F. North. 


quately insured. e want ten or a doze 
men to tell them about the Southland Life. Address— 


JAS. A. STEPHENSON, President 





m more good field 


DALLAS, TEXAS 











The Guarantee Life Insurance Co. 
HOUSTON, TEXAS 


Inevurance in force over Twenty Millions of dollars. 

Assets over One Million. 

Business received first eight months, 1913, over Eight Million 
(average One Million a month). 

We want a capable general agent for vacant office. 

impertant open territory. 
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A TEST CASE WANTED 

In response to public clamor the Dis- 
trict Attorney of Washington, D. C., 
has been studying the agreement and 
practices of the recently formed fire 
underwriters organization in that city, 
with an especial view to learning 
whether or not it violated in any de- 
gree the provisions of the Sherman 
anti-compact law. Express disclaimer 
of any criminal violation of the statute 
is made by the prosecuting officer, who 
seems to be very fair in the discharge 
of his duties. 

The need for co-operation effort 
among insurance companies in order 
to reduce the cost of furnishing in- 
demnity to the assured, and the marked 
difference between such association as 
exists in the business and that formed 
in general merchandizing lines where 
price agreements are entered into is 
such that no difficulty should be ex- 
perienced in making the fact clear to 
any sensible court or jury. 

Exhaustive investigation into the 
New York rate-making associations 
was made by a State Legislative Com- 
mittee several years ago, with the re- 
sult that the practice was heartily 
commended, and the unwisdom of en- 
couraging individual rate-cutting clear- 
ly pointed out. 

So far from fearing close scrutiny 
at Washington the underwriters wel- 
come it, and would be only too glad 
to have their right to combine for re- 
ducing costs tested at so central a 
point as the seat of the Federal 
Government. 





BEST PRESS AGENTS IN WORLD. 

The daily newspapers gave more free 
advertising to Lloyds than to any busi- 
ness institutions, with the exception of 
the automobile, the theatre and sports. 
Any freak story about the Lloyds gets 
on the front page, and the irritating 
aspect to stock fire company under- 
writers is that most cf these stories 
are fakes. The Eastern Underwriter 
this week prints a story of the futile 
attempt of the Suffragettes to get 
Lloyds insurance against the defeat of 
their propaganda. How many risks are 
really carried against the birth of 
twins, or the failure to make good in 
business or against the eventuality of 
war between England and America. Yet 
such stories are constantly swallowed 
by the daily papers with the result that 
there is not a man or woman in Amer- 
ica who does not know the name of 
Lloyds and that Lloyds means an in- 


surance carrier. One must beg a man- 
aging editor on bended knees to crow- 
bar into a daily paper a legitimate bit 
of news of an insurance nature, where- 
as a fictitious story about a Lloyds 
coverage will be sent by cable and 
greedily swallowed by the daily press. 





ADVANCES NOT “INDEBTEDNESS” 





Opinion of Bonding Companies’ Legal 
Experts in Answer to Life Man’s 
Inquiry 





The Eastern Underwriter has _ re- 
ceived the following letter from the 
general agent of a life insurance com- 
pany: 

Chicago, Jan. 13.—Editor The Eastern 
Underwriter: I have a contract with 
an agent, Section 14, of which reads 
as follows: 

“The said general agent may at any 
time offset against any first or renewal 
commissions due or payable to said 
party of the second part, or his legal 
representative, any indebtedness which 
may be due, or may become due to said 
party of the second part, or its legal 
representative, any indebtedness which 
may be due, or may become due to 
said general agent, from or on account 
of, said party of the second part.” 

The faithful performance of the 
agent’s duties are covered by a bond 
reading as follows: 

Now, therefore, if said 
shall faithfully perform all 
duties as said agent, and account 
for and pay over all sums of money 
which he may receive for said gen- 
eral agent or said company, and 
pay and discharge all his indebted- 
ness to said general agent and said 
company, then this bond shall be 
void; otherwise, it shall be and re- 
main jn full force and virtue, it 
being expressly declared that no 
delay, extension of time, or other 
indulgence granted to the principal 
under this bond shall impair the 
obligation of the sureties. 

Will you kindly inform me if you 
can give me any judicial decision bear- 
ing on the liability of surety in similar 
cases? 

The question seems to hinge on the 
meaning of the word “indebtedness” 
and whether advances are covered by 
this word under the bond. 





Form an Unusual One 

The Eastern Underwriter referred 
the question to the legal departments 
of several surety companies, all of 
whom declared that the form of bond 
cited was much broader and different 
than that which would be issued by a 
regular surety company. 

The question of whether advances 
are included was answered in the nega- 
tive on the assumption that advances 
constitute personal accommodation 
and cannot be embraced in the bond 
under the word “indebtedness.” 

One decision unearthed covering the 
word “indebtedness” is that of St. 
Louis Perpetual Insurance Company 
vs. Good Fellow, 9 Mo. 149, where it is 
defined as a state of being in debt with- 
out regard to ability or inability of the 
party to pay for the same. The word 
implies an absolute or a complete lia- 
bility. A contingent liability, such as 
that of a surety before the principle 
was made default, does not constitute 
indebtedness. On the other hand, the 
money need not be immediately pay- 
able. Obligations yet to become due 
constitute indebtedness as well as bills 
payable. 





James C. Crawford, associate actuary 
of the Northwestern Mutual Life, died 
on Friday last following a brief illness 
of pneumonia. He had been associate 
actuary since June 6, 1892. Mr. Craw- 
ford was a man of marked ability and 
of an extremely gentle character. 

. * * 

Dr. E. G. Simmons, vice-president of 
the Pan-American Life, is in Central 
America, visiting the Guatamala and 
San Salvador agencies of the Company. 








| The Human Side of Insurance 











LAWRENCE PRIDDY 





Lawrence Priddy, chairman of the 
executive committee of the Life Under- 
writers’ Association of New York, is 
one of the most interesting personalities 
in the New York field. He is not 
afraid to tackle anything, and a friend 
of his said at a recent meeting of the 
Life Underwriters’ Association of New 
York, of the executive committee of 
which Mr. Priddy is chairman: “If 
Lawrence were to meet Von Hinden- 
berg face to face he would be pretty 
apt to ask him inside of five minutes: 
‘General, do you carry insurance?’” 
Mr. Priddy was born in Virginia, and 
is a graduate of the Virginia Poly- 
technic Institute. He began with the 
New York Life as an agent in Rich- 
mond, and won a membership at once 
in the $100,000 Club. In 1903 he Was 
appointed agency director at Baltimore 
and was transferred in 1905 to the 
Union Square branch in New York City. 
In one year he wrote $1,157,000, win- 
ning the presidency of the $200,000 
Club. 

In a list of leaders just sent out by 
the New York Life Mr. Priddy’s name 
heads the list each month for fifty- 
three times out of a possible sixty, for 
a five year period. Another interest- 
ing feat of his was his recent action, 
following the death of a great financier 
carrying $380,000, in presenting to sev- 
eral companies all the proofs of loss 
on a Saturday morning and collecting 
payments before 1 o’clock the same day. 

s . 2 

Paul Alexander is a supervisor of 
agents of the Fidelity Mutual Lifes In- 
surance Company. Saul Alexandre is 
a leading producer of the Company in 
Greater New York. Recently Saul 
evolved the following effusion: 

Said Paul Alexander to Saul Alex- 
andre, “Do they mix us up? Pray 
answer with candor.” 

“They do that,” said Saul, replying 
to Paul, “but what does it matter; I 
don’t care a dem as long as they sign 
apps with good old F. M.” 

+ e . 


Fred Dexter, of the Mutual Life, got 
back from Bermuda a few days ago. 
He said that the sensation of going 
swimming in January two days journey 
from New York, was one of the novel 
features of his trip. 

* a * 

C. H. Rosenbaum, of the Bankers 
Life of Des Moines, was the honor man 
of the Company from July 1 to Decem- 
ber 1, 1914, writing $406,700. His field 
is Chicago. He says: 

“The way to win is to know your 
business and to feel that no man is too 
big for you to see and to convince that 
he needs life insurance. Talk straight 
and don’t lie. Talk nothing but your 
Own company. Bear down on good 
management, clean officers, selected 
risks. Then talk policy and follow 
your drill on these: Low rates, clean 
contracts, liberal options and probabil- 
ities of large dividends. These things 
must and will get business.” 





L. R. Potter, as a member of a newly 
formed brokerage firm in New York 
city, will push for general business, 
specializing, however, on such lines as 
are written by the Preferred Accident, 
which Company will be represented by 
his firm. As the son of Secretary W. 
C. Potter, of the Preferred Accident, 
and a grandson of a former life insur- 
ance company executive, young Mr. 
Potter entered the insurance business 
as a matter of course. In the six years 
of his association therewith he has jus- 
tified the wisdom of his choice, and is 
now arranging for still larger things. 

* = 2 


P. J. Scanlan has been appointed a 
district manager in Philadelphia by the 
Federal Life, and will be associated 
with J. De Witt Jobborn. 

s . . 


Charles E. Chase, chairman of the 
board of directors of the Hartford Fire, 
has been elected president of the Hart- 
ford National Bank. Mr. Chase was 
born in Dubuque, Iowa, March 29, 1857. 
His father at that time was general 
agent of the New England Insurance 
Company of Hartford. The family 
moved to this city and the younger 
Chase was graduated from the Hartford 
Public High School in the class of 1376. 
He entered the local agency of the 
Hartford Fire Insurance Company the 
next year and in 1880 he was trans- 
ferred to the home office. In July, 1890, 
he was elected second assistant secre- 
tary and in January, 1903, he was made 
vice-president, retaining that office until 
his promotion to the presidency on 


the death of his father in 1903, his 
father having served for forty-one 
years. He was elected president of 


the Hartford Board of Fire Under- 
writers in 1894 and remained at the 
head of the board until the annual 
meeting of 1908 when he declined co 
serve in that capacity further. -In 1913 
he was made chairman of the board 
of directors of the Hartford Fire In- 
surance Company, after relinquishing 
the office of president on account of 
his desire to be relieved of executive 
management. 
s . = 

Arthur Hawkhurst, insurance man- 
ager for Marshall Field and Company, 
Chicago, is one of the best posted men 
on general insurance affairs outside 
the fraternity, and indeed has a knowl- 
edge of the subject superior to that 
possessed by many underwriters. By 
virtue of his position with one of the 
greatest mercantile houses in the 
world, Mr. Hawkhurst views insurance 
affairs from a different angle than that 
taken by underwriters, and his views 
upon topics of broad application al- 
ways command serious attention. 





NO MUTUALIZATION 





Proposition of Minority Stockholder of 
Union Central Laid Law 
Upon the Table 





. The annual meeting of the Union 
Central, which had the best year in 
its history, was held in Cin¢innati this 
week. A motion to mutualize, offered 
by an attorney, was almost unanimous- 
ly laid upon the table. : 

With reference to the proposition 
President Clark made the following 
statement after the meeting: 

“The Union Central Life Insurance 
Company has never formally considered 
the idea of mutualization in the meet- 
ings of either its board of directors 
eo» stockholders. 

“The question has been informally 
discussed by the officers of the Com- 
pany, together with other current in- 
surance topics. 

“It is a fact that one of the smaller 
stockholders did present, of his own 
volition and without discussion with 
those most interested, a resolution sug- 
gesting the appointment of a committee 
to canvass the question of mutualiza- 
tion. The resolution was laid upon the 
table until the next annual meeting.” 
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| Fire Insurance Department 





CAUSE FOR MUCH ANXIETY 


IN BOSTON 





DEMOLITION CLAUSE 





Enforcement of New Building Ordi- 
nance in City May Prove Expen- 
sive to Companies 





Home office men who have given 
careful study to the “Demolition 
Clause” adopted by the Boston Boar 
last October, are not a little worried 
over the matter, holding that by a rigid 
enforcement of the city’s new building 
ordinance the insurance companies 
would be forced to pay losses far in ex- 
cess of their present calculations and 
that the 15 per cent. additional premi- 
um had for assuming the special risks, 
wouldn’t go far toward meeting the 
outgo. 

Within a recent period several hith- 
erto outlying communities have been 
incorporated as part of Boston proper, 
and are now amenable to its building 
and other ordinances. One of these 
measures provides that when a frame 
building is damaged beyond a certain 
degree it cannot be rebuilt along 
former lines, but must ‘be replaced by 
a brick or stone structure. Authority 
to determine the extent of the damage 
and the wisdom of replacement rests 
with the building inspector. True, ap- 
peal can be made to a special commis- 
sion from his judgment, but as the 
mayor has thus far failed to appoint 
the commission the will of the in- 
spector is supreme. 

In the event of a sweeping fire in the 
residential section of the city the in- 
surance companies would be called 
upon not only to meet total losses upon 
frame structures, but also to pay the 
cost of their replacement with far more 
substantial structures. 

It is to be assumed that members of 
the Boston Board carefully weighed 
the latent possibilities in their city by 
the new building ordinance; neverthe- 
less company men are worried and 
would rest far easier if the contingent 
hazard were not so serious. 





WOULD COLLECT $120,000 





Suit to be Instituted Against Compa- 
nies by Connecticut Manu- 
facturing Concern 





Although acquitted by the Grand 
Jury of the crime of arson or any 
participation therein, Roswell P. Clark, 
president of the American Shear and 
Knife Company of Hotchkissville and 
Waterbury, Conn., is not, according to 
the Bridgeport Herald, “going to have 
a bed of roses in collecting the face 
value of his $120,000 worth of insur- 
ance policies upon the factory and 
equipment destroyed at Hotchkissville 
several] months ago.” Mr. Clark, it is 
understood, is preparing to sue the 
companies for the amount of his claim. 





RECEIVER APPOINTED 





Creditor Takes Action Against Mil- 
lionaire Russian Excess-Line 
Writing Company 





In connection with the receivership 
for the Russian Transport & Insurance 
Company, R. H. Folsom of Douglas 
Brothers, the United States managers 
of the Company, makes the following 
statement: 


“Delay in mails and the interruption 
of business, owing to the foreign war, 
has prevented the Russian Transport 
& Insurance Company of Petrograd 
from receiving accounts and proofs of 
loss in time to permit the payment. of 
a loss quickly enough to satisfy Sydney 
Levy, a _ policyholder. Consequently, 
Judge Goff has appointed a receiver for 
the property and accounts of the Rus- 


sian Transport in the United States. 
Since this company has been transact- 
ing only a limited business on an un- 
admitted, surplus basis and has little 
or no assets in the United States, it is 
hard to see the purpose of the appoint- 
ment of a receiver. The Russian Trans- 
port & Insurance Company is a multi- 
millionaire concern and can be depend- 
ed upon to pay its losses without undue 
delay, even in war times. Douglas 
Brothers of’New York regard the case 
as one pressed for the purpose of 
bringing the nominal aid of our courts 
to embarrass one of their companies 
which is already harassed by war con- 
ditions. The appointment of a local re- 
ceiver without the knowledge of the 
Russian Transport, under the condi- 
tions aforementioned, has no bearing 
whatever on the solvency of the com- 
pany which has $2,500,000 paid in capi- 








tal and over $5,000,000 assets in 
Russia.” 

RETURN COMMISSIONS 
Local Agents Contribute to Fund to 


Test Matter in 


Courts 





The Cincinnati Insurance Club and a 
number of individual agents have con- 
tributed funds toward the employment 
of counsel to test out the question of 
return commissions in defunct com- 
panies. A special committee of the 
National Association has this mafter in 
charge and it is necessary to raise con- 
siderable money for the purpose. Un- 
less this is done the case may go by 
default. The Association believes this. 
is an opportunity to test out an im- 
portant question at small cost to each 
agent, whereas it would be extremely 
expensive for an individual agent to 
fight this question out for himself. W. 
F. Carey, 41 E. Fourth St., Cincinnati, 
is chairman of the National Associa- 
tion committee. 





EAGLE FIRE 





Company Elects New Officers and 
Prepares to Actively Re-Eenter 
Business 





At a meeting of the American stock- 
holders of the Eagle Fire Insurance 
Company which was held in the oftices 
of Henry Quinby, 165 Broadway, the 
following directors of the Company 
were elected: Charles E. W. Chambers, 
George B. Read, Herbert Buxton, H. J. 
Whitcomb, C. H. Dodd, W. R. Jeffreys, 
Lawrence Phillipps, Herbert Pomeroy 
Phillips, John E. King, George E. 
Joseph, Leslie C. Tomkins, Henry C. 
Quinby and Robert Strange. 

There will be a meeting of the di- 
rectors on January 20, at which time 
it is expected that Henry C. Quinby 
will be elected president and George 
B. Read secretary of the Company. 

The Eagle Fire is one of the oldest 
of the New York city fire insurance 
companies. It reinsured its business in 
the North British & Mercantile some 
years ago, following which its charter 
was purchased by London, England, 
parties. It is planning to actively re- 
sume business. 





YEAR’S FIRE LOSS $28,505 





Record of Westfield, Mass., a Credit- 
able One—!nsurance Involved 
$489,962 





According to the report of Chief En- 
gineer Thomas H. Mahoney, of the 
Westfield. Mass., fire department, the 
fire loss of the city during 1914 amount- 
ed to $28,505. The value of the property 
concerned was $648.810, with insurance 
had thereon of $489,962. 

The chief recommends the purchase 
of 500 additional feet of fire hose. 
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DAILIES MUST BE STAMPED 


UTICA PROBLEM DISPOSED OF 





Satisfactory Arrangement Between F. 
1. A. and State Association Re- 
garding Sprinklered Risks. 





Syracuse, N. Y., Jan. 12—dAn ar- 
rangement wholly satisfactory to all 
parties at interest was reached at the 
State Association meeting here yester- 
day regarding the Post Agency matter. 

The agency at Utica placed a num- 
ber of policies upon sprinklered proper- 
ties with the Continental group of com- 
panies which it represents. 

The State Association and the Fac- 
tory Insurance Association became in- 
volved, and several months ago repre- 
sentatives from both organizations met 
the officials of the Continental in New 
York city, and reached an understand- 
ing, which in substance forms the 
agreement effected here to-day. 

It is stipulated that in future all 
sprinklered business, whether written 
through agencies or at company head 
offices shall be sent the proper stamp- 
ing office for scrutiny. 

This satisfactory disposition of what 
at one time threatened to become a 
serious matter, shows what can be ac- 
complished when level-headed men 
meet in free and frank discussion. 





MID-YEAR CONFERENCE 





Executive Committee of National Asso- 
ciation of Insurance Agents to 
Meet in Cleveland 





Agents generally will be interested 
to learn that the executive committee 
of the National Association of Insur- 
ance Agents has practically decided 
to call the mid-year’ conference at 
Cleveland for Thursday and Friday, 
February 11 and 12. A number of im- 


portant subjects of general interest to 
local agents will be considered at this 
time. The meeting being centrally lo- 
cated it is expected it will attract a 
substantial attendance. The last mid- 
year conference was held in New York 
city. Cleveland agents are planning 
to entertain the visitors at a dinner 
during the conference. 





ST. LOUIS FIRE LOSSES 





Chief Henderson Advocates Fire Mar- 
shal as Prevention Measure—Court 
Decision Not Sufficient 





By a decision of the Missouri Su- 
preme Court, the owner of a rooming 
house of three or more stories is held 
responsible for the injuries sustained 
through the lack of fire escapes, by the 
persons residing in the house. Fire 
Chief Henderson has recommended and 
urged the appointment of a fire mar- 
shal. In urging this step, Chief Hen 
derson states that the fire loss in St 


Louis for 1914 was more than double 
that of 1913, a good proportion of 
which was of incendiary origin, but 


many of the fires were due to careless- 
ness, and he advocates a fire marshal’s 
office that these fires may be investi- 
gated and recommendations made for 
their prevention. Commenting on pos- 
sible fire prevention measures, Chief 
Henderson states that, in his opinion, 
neither the above court decision nor 
the action of the New York Fire De- 
partment in causing the man to be re- 
sponsible to whose fault or negligence 
the fire is due, will prove adequate in 
greatly reducing the St. Louis loss ratio. 





DELAWARE COUNTY, PA., RATES 
Asserting that rates in Delaware 
county, Pa., are higher than those in 
the adjoining counties of Berks and 
Montgomery, the Delaware County 
Firemen’s Association has petitioned 
the Philadelphia Suburban Underwrit- 
ers Association in the matter. 
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BROKERS ACTIVITIES 


INSURANCE PLACERS DINNER 





be Held at Hotel McAlpin on 
February 13—Object of the 
Club 


Will 





The Insurance Club of Manhattan, 
recently organized by some of the most 
serious-minded and ambitious young 
insurance placers, solicitors and clerks 
on William Street, and which has for 
its object not only social features but 
education along fundamental engineer- 
ing and underwriting lines, will hold a 
dinner and a dance at the Hotel Mc- 
Alpin on February 13. The entertain- 
ment committee is hard at work and 
a number of prominent men on the 
street have promised to attend and may 
talk. The club now has a membership 
of thirty, and at its future meetings 
it expects to be addressed on technical 
questions by engineers, rate experts 
and others who can give valuable in- 
formation to the young men who have 
picked out insurance for their career. 

Stanton M. Bower, of Frederick C. 
Smith Co., is president of the club; 
C. E. Gambel, of Herbert Buxton, is 
secretary; and Le Roy Gold, of M. Gold 
& Co., is treasurer. George McKay, 
A. B. See & Depew; Bert Samuels, of 
Bale, Snedeker & Co.; and Harry Maas, 
of Henry Sobel & Co., are among other 
active workers. 





ENTER BROKERAGE FiELD 





T. R. Withers and C. W. Dean Form 
New Local Firm—Long Experience 
in Insurance—N. J. Agency 





Thomas R. Withers, formerly of the 
Withers & Mills agency, has become 
associated with Charles W. Dean in 
the brokerage firm of Withers & Dean 
with offices at 80 Maiden Lane, New 
York. Mr. Withers started in the brok- 
erage business in 1887 with A. H. 
Brown, as Brown & Withers, and Mr. 
Dean became connected with that office 
as a clerk, since which time he has 
been continuously associated with Mr. 
Withers. Withers & Dean will operate 
as brokers for all lines of insurance. 

For the past ten years, Mr. Dean has 
had the representation of the New 
Hampshire Fire, Williamsburg City 
Fire, National Ben Franklin Fire and 
Metropolitan Casualty Insurance Com- 
panies in Ridgewood, N. J., and he ex- 
pects to secure the agencies of two 
more companies in the near future. 





EAST SIDE BROKERS’ MEETING 


At the regular monthly meeting of 
the East Side Brokers Association 
which will be held at 100 Essex street 
on January 7, the officers for the ensu- 
ing term will be elected. The Decem- 
ber meeting was so taken up with other 
important business that the election, 
which should have taken place at that 
time was postponed to the present date. 

From May, 1915, the meetings which 
have taken piace in the evening here- 
tofore, will be held in the afternoon 
instead. 





SOUTHERN FIELD MEN TO MEET 


The New York Underwriters Agency, 
following the custom of field re-unions, 
will hold a conference of its Southern 
special agents on January 27 in New 
York city. Including field men and 
heads of departments, about twenty- 
five individuals interested in its South- 
ern business will take part in the 
conference. 





OLD BUT EFFECTIVE 


Although the sprinklers in the Fran- 
kel Brothers building at Rochester, N. 
Y., are more than twenty years old, 
they quickly opened when fire broke 
out in the premises some days ago, the 
resultant damage being not less than 
one hundred dollars. 


INSURANCE IN CANADA 


1914 RELATIVELY SATISFACTORY 





Loss Ratio Shows Reduction Over 
Previous Year—Two American 
Companies Enter Dominion 





Fire insurance in Canada, as reviewed 
by E. F. Garron for the Journal of Com- 
merce, is in a relatively satisfactory 
condition in spite of the depression 
due to the war. As a result of the 
foresight and preparedness of the lead- 
ing business men of the Dominion, the 
confidence of the public in the sound- 
ness of the larger interests has been 
retained, and the financial situation has 
been successfully coped with in spite 
of the calling in of all European loans. 
So, with faith of the people still intact 
and with $4,000,000 decrease in the fire 
loss over 1913, the fire insurance busi- 
ness has been bent by the dearth of 
business activity, but it is far from 
being broken. 

The new year of legislation in the 
Dominion affecting insurance leaves un- 
decided, pending a decision by the 
Privy Council, the question of whether 
it is to be or not to be necessary for 
a Dominion chartered company to be 
licensed in each individual province to 
transact business in any or all of the 
others. Arising from the conference 
of the insurance superintendents of 
several provinces, the provincial legis- 
lation has taken a step in advance in 
passing laws providing more uniform 
policy conditions. 

There have been several important 
steps taken in the past year which will 
tend to relieve the tension which has 
surrounded the existence and practices 
of the underwriters’ agencies, partic- 
ularly in British Columbia, where condi- 
tions have been very poor. Instead of 
barring all such agencies from member- 
ship, as was contemplated at first, a 
compromise measure has been adopted 
by the British Columbia Board, forming 
two classes of agencies which may con- 
tinue to operate (1) those separate and 
distinct from the parent company both 
in office and field force, and (2), those 
having been formed to continue the 
business of a retired company. These 
two classes of underwriters’ agencies 
have been accorded full privilege and 
full membership by the board. 

Several important changes in the 
companies operating in Canada were 
effected during the year. Two French 
and two American companies were ad- 
mitted, one having taken over the 
business of a retiring company, while 
five companies have become extinct 
through one cause or another. 





Coincident with the retirement of T. 
R. Withers from the firm of Withers 
& Mills, long time local agents of 
New York city, his interest having 
been purchased by the other members, 
the business will be continued: at the 
same location under the name of Mills 
& Honnes. John F. Honnes has been 
a partner in the agency for five years 
and is well acquainted with the con- 
ditions and business practices of the 
office and so the agency will continue 
with the same companies and no 
change in the underwriting principles. 





For The Protection Of Its 
Policy Holders 


THE HANOVER 


Fire Insurance Company 





HAS A 
Cash Capital - - $1,000,000.00 
Cash Assets - - 4.743,233.00 
Cash Surplus to Policy 
° : - 1,741,305.00 
company is in 


The rea! ngth of ani 
the conservatism of ite ement, and the man- 
agement of THE HANO is an absolute as- 
surance of the security of its policy, 
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NEW YORK 


“The Leading Fire Insurance Company 
America” 
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Rossia Insurance Company 


HARTFORD, CONN. 


REINSURANCE 








1831——1914 
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(FIRE) 


THE Potomac INSURANCE CoMPANY 
OF THE DISTRICT OF COLUMBIA 
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Incorporated 1820 
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Caledonian Insurance Co. of Scotland 
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Jersey and New York Western Pennsylvania 
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EXCESS BROKERAGE AGAIN 


AN 





ISSUE IN SUBURBAN FIELD 





Five Officers Alleged to Fiagrantly 
Violate Explicit Exchange 
‘Rule 





A most interesting session of the 
Suburban Fire Insurance Exchange is 
expected when the organization next 
meets on the 19th inst. 

The excess brokerage evil, which a 
year or so ago became so serious as 
to threaten the very existence of the 
association, and which was supposedly 
settled through an advance of five per 
cent. in the allowance granted the mid- 
dle men, is again an issue that must 
be dealt with, and very positively. 

Ten per cent., the commission former- 
ly allowed brokers by the Exchange 
companies, was held insufficient by the 
producers to pay them for their time, 
trouble and expense in securing risks, 
the average premium upon which was 
far below that paid upon mercantile 
hazards. On this account a number 
of prominent brokers declined to sign 
the Exchange pledge, asserting and 
with every evidence of sincerity that 
they had no trouble in placing their 
business, and getting fifteen per cent. 
therefor. This method of operating, 
however, was demoralizing, alike .o 
brokers and companies, and kept the 
local situation in a constant state of 
upheaval. Through the Fire Insurance 
Brokers Association the suggestion was 
made to the Exchange that if it in- 
creased the commission rate from ten 
to fifteen per cent. the Association 
would use its best efforts to secure 
the pledge of all brokers who had not 
previously signed the Exchange agree- 
ment, and that such procedure would 
virtually put an end to the practice 
so generally complained of. 

The company men accepted the prop- 
osition of the brokers, the Suburban 
Fire Insurance Exchange in special 
meeting advancing its commission rate 
to the larger figure. Following this 
action a number of previously unsigned 
brokers signed the association agree- 
ment, though not all. For a time the 
commission problem seemed to have 
been fully and finally settled, and the 
fraternity rested easily. Later stories 
of side deals became quietly current; 
loyal companies and agents saw busi- 
ness disappear from their books, and 
the old charges of excess brokerages 
were again heard. That there is sub- 
stantial basis for such allegation is 
generally believed, hence the deter- 
mination of certain Exchange mem- 
bers to compel decisive action at the 
meeting of the organization next 
Tuesday. 





COMMISSION QUESTION 





Local Agent Must Get His Remunera- 
tion From Company and Not 
From Assured. 





From a prominent New York State 
local agent we have received the fol- 
lowing inquiry: 

“Will you kindly advise us if there 
are any decisions in reference to a 
local agent deducting his commissions 
from the assured’s return premiums on 
cancellations. 

“We would very much appreciate an 
opinion from you and any decisions 
that you know of in relation to such a 
transaction. 

“We will assume that we owe Smith 
$100 return premiums and in paying 
him we give him our check for say 
$80 and retain $20 as commission 
which we would lose on the transac- 
tion. The policies, of course, being 
cancelled by said Smith.” 


Standard Policy Conditions 

The local agent is the representative 
of the company and not of the as- 
sured, and derives his compensation 
from the former. The right of either 
company or property-owner to cancel 
a policy is undoubted, the conditions 
of the cancellation being set forth in 


lines Nos. 51 to 55, both inclusive, of 
the New York Standard fire insurance 
policy, which read as here given: 

“This policy shall be cancelled at any 
time at the request of the insured, or 
by the company by giving five days’ 
notice of such cancellation. If this 
policy shall be cancelled as héereinbe- 
fore provided or become void or cease, 
the premium having been actually paid, 
the unearned portion shall be returned 
on surrender of this policy or last re- 
newal, this company retaining the cus- 
tomary short rate; except that when 
this policy is cancelled by this com- 
pany by giving notice, it shall retain 
only the pro rata premium.” 

From the above it will clearly appear 
that the policyholder is entitled to the 
full unearned premium, and in no case 
must the assured deduct his commis- 
sion therefrom; the company being lia- 
ble for its payment. 

In common practice agents in surren- 
dering a company’s representation de- 
duct full commission under the policy, 
but where the connection is continuous 
it is customary only to charge commis- 
sion upon the earned portion of fhe 
premium, be it much or little. 

Should the agent refuse to pay the 
assured the amount to which he is en- 
titled under the provisions of the 
Standard policy, the former may send 
his contract direct to the issuing com- 
pany and demand ful] reimbursement. 
In such case the agent would have to 
credit the return commissions to the 
company— 

(See Steam Boiler Ins. Co. vs. Ander- 
son, et al., 6 N. Y. Supp. 507. National 
Union vs. Nason, 131 Pac. 755. 

The assured would likewise be enti- 
tled to the amount from the company 
without deduction of the proportion of 
the commission paid to a broker. 

(See McKenna vs. Firemans Ins. Co. 
63 N. Y. Supp. 164.) Van Valkenburg 
vs. Ins. Co. 51 N. Y. 465. 

If the agent acted as broker and 
placed the business in companies which 
he did not represent as a duly com- 
missioned agent, he then was acting as 
agent of the assured, and having done 
so he earned his brokerage commission 
for the business he was employed to 
do and there was no legal or moral 
reason why he should not retain the 
compensation allowed. 

(See Davis-Dorland & Co. vs. Husing, 
138 N. Y. Supp. 1009.) 

One of the prominent New York city 
brokerage houses is famous for its in- 
sistence that the assured pay full com- 
mission should he order cancellation 
after a line has been satisfactorily 
placed. 





LOUISVILLE DWELLING RATES 

According to chairman Ruby Laffoon, 
of the Kentucky State Rating Board, 
the new dwelling rates being prepared 
for Louisville, will average 30 per cent. 
below those now in force. 
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The Home Insurance Company 
No. 56 CEDAR STREET NEW YORK 
One Hundred-and-Twenty-third Semi-annual Statement 

JANUARY 1915 
| SUMMARY OF ASSETS: 
Par Value Market Value 
Cash in Banks and Trust Companies............ $2,161,179 98 
United States Bonds ............. $ 150,000 00 158,000 00 
State and City Bonds............. 4,795,733 00 4,578,573 33 
Er re 10,505,000 00 9,470,540 00 
Miscellaneous Bonds ............. 2,907,000 00 2,740,200 00 
NS eee 10,840,500 00 11,341,890 00 
Miscellaneous Stocks ............ 1,150,000 00 1,361,000 00 
Bank and Trust Co. Stocks ....... 139,300 00 388,175 00 
Bonds and Mortgages, being first lien on Real Estate 5,500 00 
Premiums uncollected, in course of transmission and 
OF ere 2,857,845 96 
EE CEE Sainird bitdaekexen se Wa ken drded 250,635 00 
$35,313,539 27 
LIABILITIES: 
ear eer et Peer re Te t$ 6,000,000 00 
eee ES 14,268,024 00 
I es mala ae wie ib ae 1,554,384 79 
Funds held under Reinsurance Treaties ............ 437,656 32 
I a ek cae He ia mi 250,000 00 
Reserve for Miscellaneous Accounts due and unpaid. . 100,000 00 
Reserve as a Conflagration Surplus ..............+- 2,000,000 00 
Surplus over contingencies and all liabilities including 
a EP CEE rere eee LT TT TTT Tee 110,703,474 16 
$35,313,539 27 
Surplus as regards policy-holders - - 1$18,703,474 16 
DIRECTORS: 
LEVI P. MORTON WILLIAM D. BALDWIN 
ELBRIDGE G. SNOW LEWIS L. CLARKE 
GEORGE H. HARTFORD CLARENCE H. KEL 
HENRY F. NOYES WILLIAM IVES WASHBURN 
LUCIEN C. WARNER ELBERT H. GARY 
JOHN CLAFLIN THOMAS |! =NT 
JOHN H. FLAGLER CORNELIUS N. BLISS, Jr. 
FREDERIC C. BUSWELL 
ELBRIDGE G. SNOW, President 
PREDERIC C. BUSWELL, Vice-Pres. CLARENCE A. LUDLUM, Vice-Pres. 
CHARLES L. TYNER, Vice-President and Secretary 
AREUNAH M. BURTIS, Secretary HENRY J. FERRIS, Asst. Secretary 
HOWARD P. MOORE, Asst. Secretary VINCENT P. WYATT, Asst. Secretary 
! New York, January 1st, 1915. 














INSURANCE FOR “THE CAUSE” 


NEW YORK SUFFRAGISTS PLAN 








Would Like $25,000 Indemnity if De- 
feated at the Polis This 
Year 





While confident of victory at the 
polls in November next, leaders of the 
suffrage movement in New York State, 
are yet anxious to provide a substan- 
tial solace in the event of defeat, and 
to that end are casting about for $25,000 
indemnity. An officer of the Woman’s 
Political Union inquired of a local as- 
sociation the premium on a $25,000 
policy to be paid “the cause” should 
suffrage be denied the fair sex of the 
Empire State in the political struggle 


who, however, will likely sound Lon- 
don Lloyds upon the subject. 

Another interesting proposition sub- 
mitted the New York insurance asso- 
ciation above referred to, was as to its 
willingness to write a $7,000 policy, 
protecting a party entering the “chick- 
en business” against loss. 

Possibly when the classification bu- 
reau of the National Board gets under 
full headway sufficient data will be 
secured upon which to base adequate 
tariffs and prepare forms for the as- 
sumption of unusual hazards, but until 
that time, one hundred and ten per 
cent. would be a safe figure to quote. 


ALLEGHENY CO. BOARD 
The annual meeting of the Allegheny 
County (Pa.) Board of Fire Underwrit- 
ers will be held on the 14th instant. 
The officers to be elected include a 





ROCHESTER’S FIRE LOSS this fall. The suggestion that it would president, vice-president, manager, and 
be worth one hundred and ten per secretary. At the same time nine 
The fire loss of Rochester, N. Y., last cent. to assume the liability, rather members of the executive committee 
year totaled $454,710. nonplussed the enthusiastic inquirer, will be chosen. 
Office Office 
pHiapeLPHiA | Clarence A. Krouse & Co. NEW JERSEY 


325 Walnut Street 











GENERAL INSURANCE AGENTS 
PENNSYLVANIA 


Making a Specialty of FIRE, TORNADO and LIABILITY Insurance 





With over twenty-five years continuous experience, we are thoroughly qualified to 
properly safeguard your clients interests 


Sixteen leading Companies represented in our agency 


YOUR PATRONAGE IS SOLICITED 


NEW JERSEY 


Stone Harbor and Haddonfield 
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CROOKED ADJUSTMENT EASY 


EXPERIENCES OF W. R. PITCHER 








Veteran Tells Insurance Society of 
Adjuster’s Worries—Story of 
Eight Day Clock 





There is probably no branch of the 
insurance business which has developed 
so much in the past thirty-five years as 
has the adjustment of losses. William 
x. Pitcher, the veteran adjuster of this 
city, told the members of the Insurance 
Society, last week, just what the prob- 
lems of the adjuster are. 

He emphasized the fact that tact, 
horse sense and being a good judge 
of human nature are absolutely essen- 
tial characteristics in this work. With- 
out such qualifications a man is not 
fitted to pursue this very complex call- 
ing. Mr. Pitcher said that he thought 
a chair to teach adjustment work. 
should be established in some of the 
colleges so that education might be 
secured along this special line. 

, The-fire insurance adjuster is natural- 
ly the one to come in closest contact 
with the subject of incendiarism. Mr. 
Pitcher referred to the operations of 
organized gangs in this city, Brooklyn 
and Newark. In the latter part of 
eighties and the early part of the nine- 
ties numerous gangs, notable of which 
was the shoe store gang, ren riot. This 
gang was finally stamped out in the 
period between 1892-1897 by the con- 
viction of fourteen of the most daring 
firebugs. The total sentences imposed 
were 288 years. Unfortunately, how- 
ever, through political influence or by 
some other means practically every one 
of these convicted firebugs escaped 
serving his full term. 


Gradual Growth of Business 

The growth of the adjustment busi- 
ness has’ been a very gradual one. 
Originally surveyors made the adjust- 
ments. Frequently they settled the 
losses, without regard to the amount 
of damage involved. Pay as little as 
possible was the general plan. Such 
loose schemes of individual adjust- 
ments resulted in abuses growing up, 
and losses were later handled by a 
committee of the New York Board of 
Fire Underwriters. Gradually a sys- 
tem was developed, which is still being 
maintained, and which has preved both 
workable and practical. 

In the old days an adjuster was fre- 
quently in danger of his life. Mr. 
Pitcher himself said that he was once 
chased by a man armed with a knife, 
when he went to adjust a loss. He 
received a skull and cross bones letter 
on another occasion. Gun threats were 
made against him in Brooklyn. 

Back in 1882 the salvage work was 
found to be too closely connected with 
the fire patrol and changes in practice 
were therefore brought about. Numer- 
ous frauds were discovered, perpetrat- 
ed against companies, and wreckers 
were frequently caught removing goods 
from premises after a fire. A joint 
checking system was devised to elim- 
inate this danger. 


Wearing Appare! Puzzles 

Mr. Pitcher discussed the difficulties 
frequently met in making adjustments 
on wearing apparel. Numerous frauds 
were discovered in this connection 
against the companies. A practice was 
mentioned—where insurance was taken 
out by men not connected with a 
property, who then set fire to the build- 
ing and then forced the legal owner to 
divide up with them when the loss 
was adjusted, under pain of losing 
everything. All kinds of crooked prac- 
tices were at one time in vogue. Some 
of these organized gangs were particu- 
Jarly bold in their operations. They 
fixed the time for setting a place on 
fire and frequently took the operator 
around to show him what kind of a 
place was to be burned. 

Mr. Pitcher told of a case where all 
the fire buckets on a pier were filled 
with oil instead of water and the crew 
of a boat at the pier, in their eager- 
ness to smother the blaze used them 


only to find that the flames spread 
rapidly as a result of the oil. 

Mr. Pitcher also discussed frauds in 
settling losses on oil paintings, men- 
tioning one case in particular where 
an oval hole had been purposely burned 
through the middle of a canvas, and 
the insurance company was called up- 
on to make settlement for a large 
amount. Mr. Pitcher said that there 
was more humbug in the loss of oil 
paintings than almost anything else. 


A Fifty Cent Claim 

At one time he was connected with 
the settling of a claim for fifty cents, 
the fire having occurred in Canarsie. 
Proofs of losses were made out regu- 
larly and undoubtedly the fire occurred, 
but the damage was so trifling that it 
seemed impossible to believe that any 
one would make such a claim. Sul- 
phuric acid he had found was frequent- 
ly used in stimulating the burning of 
clothes in a clothes-closet. Mr. Pitcher 
told of a household furniture loss with 
which he was once connected, where 
the lady of the house put in an $18 
claim for the loss of an eight day 
clock. Adjustment was offered on the 
basis of $4 but the woman refused to 
accept the award, holding that it would 
be only fifty cents a day. 

There were many unfair practices 
met with thirty-five years ago, which 
are only infrequently discovered to-day. 
The business of adjusting fire losses 
has now become a more exact science. 











“AS USUAL” 

Home’ Insurance Company = Again 
Forges Ahead—Iincreases All 
Along the Line 
Each succeeding year as annual 


statement season approaches, the fra- 
ternity speculates as to the progress 
made ‘by the Home for the preceding 
period, for it is quite taken for granted 
that the Company has forged ahead 
whatever general conditions may have 
been. 

Last year was a notoriously bad one 
for fire underwriting interests, and yet 
the Home did not fail to perform what 


was expected of it, namely, make 
money. 
Its latest statement shows these 


aggregate figures: Capital, $6,000,000; 


premium reserve, $14,268,024; reserve 
for losses, $1.554,384; reserved for re- 
insurance treaties, $437,656; reserve 


for taxes, $250,000; reserve for miscel- 
laneous accounts, $100,000; conflagra- 
tion surplus, $2,000,000. Surplus _be- 
yond the above, $10,703,474. The assets 
total, $35,313,539 and the policholders 
surplus, $18,703,474. 

Compared with the returns of 1914 
the above figures show these great 
gains; in assets, $2,173,623; in premi- 
um reserve, $820,048; in conflagration 
reserve $200,000; and in reserve for 
taxes, $50,000. The gain in net surplus 
is $630,454. 

The loss ratio for 1914 was 55.94 and 
the expense ratio 35.73 per cent. 

And the secret of the Home’s con- 
stant and substantial prosperity is the 
loyal co-operation of an unusually effi- 
cient office and field staff, working un- 
der the direction of one of the fore- 
most underwriters that the fire insur- 
ance business has ever produced. 





PECULIAR ARSON CASE 

The Indianapolis police have made 
two arrests in a unique arson case. A 
saloon owned by Walker Wilson was 
totally destroyed by fire that was 
caused by an explosion in the cellar of 
the building. Wilson and his barkeeper 
were arrested on evidence secured by 
the police that they conspired to set 
fire to and explode several cans of 
gasoline that were stored in the cellar. 
The case was a puzzle for a while be- 
cause of the inability of the police to 
discover the nature of the explosion. 





GEORGIA FIRE REINSURES 
The Royal Insurance Company has 
reinsured al] the outstanding business 
of the Georgia Fire Insurance Company 
of Cedarstown, Ga. 





NEWARK FIRE 


INSURANCE CO. 


NEWARK, N. J. 
The Oldest Fire Insurance Company in New Jersey 


INCORPORATED 1811 


Agents Desired at Unrepresented Points 











CASH CAPITAL $700,000.00 


CLEVELAND NATIONAL 


Fire INSURANCE COMPANY 
CLEVELAND, OHIO 


HYMAN D. DAVIS, President 
0. T. BROWN, Secretary 


CARROLL L. DeWITT, 
Vice-Pres. & Man. Underwriter 


A strong, modern Company that believes in the American 
Agency System and upholds it 





APPLICATIONS FOR AGENCIES DESIRED 








TWO HUNDRED AND FIFTH YEAR 


SUN 


INSURANCE OFFICE OF LONDON 
FOUNDED 1710 
UNITED STATES BRANCH: 
54 Pine Street - New York 
WESTERN DEPARTMENT: 
76 WEST MONROE ST., CHICAGO. 
PACIFIC DEPARTMENT: 


N. W. Cor. Sansome & Sacramento Sts. 
San Francisco, Cal. 














John C. Paige Co. 
INSURANCE 


65 Kilby St. Boston, Mass. 











British America 
Assurance Co. 


Incorporated 1833 


FIRE 
Head Office - Toronto, Canada 
United States Branch 
January 1, 1914 


Cienne Seeeees $1,889,180.99 
727,908.12 


Assets 
Surplus in U.S. ...... 





W. R. BROCK, President 
W. B. MEIKLE, Vice-Pres. and Gen. Manager 








NATIONAL FIRE INSURANCE CO. 


OF HARTFORD, CONN, 


STATEMENT, JANUARY Ist, 1914 
LIABILITIES 


Capital Stocks... ......ccccccee 
Reserve for Re-Insurance. .... we 





seecess soevescsees $2,000,000.00 


: 8,140,336.00 


Reserve for Outstanding Losses 612,523.00 
Special Reserve for Contingent Liabilities ....... 300,000.00 
i Pi. ccevscccessseccousdourinetss 350,462. 

__ TR aS __ 4,082,441.00 
i iciciicisninnviaticianinnaiimmendanent $15,485.762.00 


JAMES NICHOLS, President 


F. D. LAYTON 


H. A. SMITH, Vice-President 
Assistant Secretaries 
Ss. T. MAXWELL 


G. H. TRYON, Secretary 


Cc. S. LANGDON 


SURPLUS TO POLICYHOLDERS $6,082,441.n0 











GERMANIA 
FIRE INSURANCE COMPANY 


NEW YORK. 
ORGANIZED 1859. 


Statement, January 1, 1914. 
Cash Capital .......$1,000,000.00 


PAOD cccccsccecss Bereta 
Net Surplus ....... . 2,596,266-99 
Surplus for Policy 

olders ......... 3,596,266.99 


HEAD OFFICE 
Cor. William & Cedar Streets 








COMMERCIAL UNION 
ASSURANCE Co. 


LIMITED, OF LONDON. 





THE LARGEST GENERAL INSURANCE 
COMPANY IN THE WORLD. 


55 JOHN STREET, NEW YORK. 
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NEW JERSEY NOTES | 


ADMITS HE’S AN EXPERT 


BILLETTER 

















LETTER FROM H. 





Philadelphia Broker Says He Wil! Not 
“Take a Back Seat for Any- 
body” on Rates 





H. Billetter, the Philadelphia broker, 
who despite the fact that he was not 
licensed at the time to solicit risks 
in New Jersey, succeeded in getting 
the Summit Board of Trade to invite 
him to talk about fire insurance rates, 
attacking the Ramsay Law, has written 
the following letter to The Eastern 
Underwriter: 

Philadelphia, Jan. 9, 1915. 
Editor The Eastern Underwriter: 

Your article in the December 25th 
issue under “New Jersey Notes” and 
headed “A Broker’s Clever Coup,” re- 
ferring to the writer, has been called 
to my attention and I feel that you 
will do me the justice of correcting 
some false impressions created by the 
item. 

In the first place, I wish to impress 
upon you that this office is doing a 
strictly legitimate business according 
to law and equity. 

In the second place, I am surprised 
that you would allow a representative 
of your publication to enter my office 
and under false pretense and by de- 
liberate misrepresentation endeavor to 
secure confidential information from a 
subordinate employe. We do our busi- 
ness free and above board and if you 
had written to me or had sent someone 
to see me as your direct representative, 
I would willingly have given you any 
information within reason. 

In the third place, the writer is a 
free citizen of this Great and Glorious 
Republic, and as such,I claim the privi- 
lege and inalienable right to express 
my opinion of any law on the statute 
books, whether in New Jersey, Penn- 
sylvania, other States or for that mat- 
ter of the United States; also to pre- 
sent my objections and arguments be- 
fore any body of men or individuals. 

I also wish to emphasize the fact 
that this office is not in any way de- 
pendent on New Jersey business and 
that we are not soliciting any business 
in that State—nevertheless, we do re- 
serve the moral and legal right to ex- 
press our opinion of the “Ramsay Law” 
and act in an advisory capacity where 
we feel so inclined. 

I also fail to see where my former 
connections in the insurance business 
can be of interest to your readers, but 
for your information, will advise that 
I have had eighteen years experience 
in the insurance business; not merely 
as a department man, as was probably 
the case with your representative who 
called at my office, but right through 
from A to Z in the office and field and 
including schedule rating. I will also 
frankly say that I would not take a 
back seat for anyone in the business 
to-day, although there are many insur- 
ance heads posing as “experts” who 
hold their positions through nepotism, 
favoritism or political intrigue. 

You speak of “a square deal for 
everybody, big interest or small” but 
according to the arguments advanced 
by yourselves and other exponents of 
the “Old Line” large stock companies, 
everybody else in the insurance busi- 
ness, including the factory mutuals, 
trade specializing companies, the very 
successful county mutuals and inter- 
insurance organizations, should grace- 
fully retire—cease to exist as it were, 
leaving a certain group of large com- 
panies in entire possession of the field. 
We fail to see any “square deal” or 
public good in such a theory (ideal 
from your standpoint only). 

Furthermore, you contend that the 
“Ramsay Law” has abolished discrim- 
ination. This is not the case for we 
know a flagrant instance of a large 
and influential concern placing their 
very large line of insurance at a very 
low rate under the guise of not being 





specifically rated, whereas the rating 
bureau rules called for a rate at least 
twenty times greater, the risk being 
a special hazard. 

As to my qualifications to talk on 
the matter of rates, I will not answer 
your inuendos at length—sufficient to 
say that you know as well as I do that 
rates are not “scientifically made” as 
the basis rates and deficiency charges 
are mere guesswork and will continue 
to be until all companies poo] their ex- 
perience tables. 





LEGISLATURE CONVENES 





Rating Bills to Be Introduced—Rich- 
ards, of Atlantic City, Not in 
This Assembly 





The New Jersey legislature convened 
on Tuesday of this week. One of the 
familiar figures of previous assemblies, 
who was missing in this, is Assembly- 
man Richards, of Atlantic City, whose 
attacks on fire insurance companies 
and their methods of rating have been 
familiar for years past. Some years 
ago Mr. Richards, who owns bath 
houses, became dissatisfied with his 
rate. He carried his grievances to the 
legislature. The voters of Atlantic 
City beat him in the November elec- 
tion. 

While Mr. Richards did not answer 
to the roll call, some other legislators 
did, who have privately announced that 
they will take up cudgels against the 
Ramsay Act. It is interesting to note, 
however, that the rating law has many 
defenders. 

The general belief in New Jersey is, 
that a detérmined effort will be made 
to upset the anti-discrimination law, de- 
spite the fact that it is regarded as a 
model measure by many business in- 
terests in the State, and in other 
States. 





PREFERRED BUSINESS 
What is preferred business? It is 
generally accepted that the phrase 
covers qa Classification that does not 
burn very frequently. Judging from 
the experience of the companies dur- 
ing the past few months preferred 
business is anything but preferred, and 
a heavy loss ratio on this class seems 
to point to the existence in this coun- 

try of a decided moral hazard. 





HACKENSACK’S FIRE CHIEF 
In Hackensack the papers say the 
wrong man was named for fire chief, 
despite the trouble and pains used in 
the examination of candidates. The 
man who took first honors in the exam- 
ination was not appointed. 





WELL PLANTED 
New Jersey is so well-planted that 
companies which desire to make a 
change in agents find it rather difficult 
to make a satisfactory transfer. 





RE-RATE SUMMIT 
Summit has been re-rated by the 
Atlee Brown office, the new rates be- 
ing slightly lower than those formerly 
prevailing. Individual ratings are now 
being printed. 
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SOME GOOD TIPS FROM GASSER 


WANTS TO STOP FIRE WASTE 








Agents Should Report to City Viola- 
tions of Common Sense Building 
and Fire Rules 





“Co-Operation and Help Wanted in 
the Work of Fire Prevention” was the 
subject of an address by Captain C. 
Alert Gasser, of the Newark Bureau of 
Combustibles and Fire Risks, before a 
meeting of the Fire Insurance Society 
of Newark. A summary of his remarks 
follows: 

Policies should not permit five gal- 
lons of gasoline or other materials 
without permission of city authorities. 
All extra hazardous materials should 
be prohibited except under approval of 
city officials and in accordance with or- 
dinances. 

Policies should be voided if insured 
buildings are not tenanted or are al- 
lowed to run down without care so 
that they become extra hazardous. 

Less haste should be made in paying 
insurance. Insurance companies should 
require a certificate from city officials 
showing the cause of the fire after offi- 
cial investigation before policies are 
paid. Present system means that city 
officials are hampered in their efforts. 

Notification should be given local 
Bureau of Combustibles of conditions 
coming to attention of agents which 
are violations of the fire rules of com- 
mon sense. The more complaints the 
better, and the more work that can be 
done. Telephone, send a postal card 
make a visit, but get the complaint 


through to headquarters so that action 
may follow. 

If you can’t get a State Fire Marshal 
with police power, get a State Fire 
Marshal with educational power and let 
him work out his own salvation. 

Urge the creation of fire prevention 
bureaus in all the municipalities in the 
State. Call them by any name you 
please. The work in Newark has 
proven the need of such a Bureau. 

Rates should be more prohibitive on 
conditions which are inimical to human 
safety. Insurance may go a step far- 
ther than mere dollars and cents and 
reckon human life, as well. For in- 
stance, insuring a woolen knit goods 
factory on the first story of a three- 
story frame tenement with living rooms 
overhead. 





TO EXERCISE FIREMEN 





Montclair Department Men to be Used 
For Inspection and Other 
Useful Work 





Since the conversion of the Mont- 
clair, N. J., fire department from a 
volunteer to a full paid basis, serious 
complaint against the inactivity of its 
members has been made. Those in 
position to know concede the justice 
of the charge, but assert that it will 
be remedied. It is planned to use the 
department men in inspection and kin- 
dred work, which will not only keep 


them in fine physical condition, but 
will tend markedly toward reducing 
the loss record of the community. 


Montclair is a thriving and up-to-the 
hour city, the home of many insurance 
men whose influence is constantly be- 
ing exerted toward the improvement 
of fire underwriting conditions. 





J. H. LENEHAN, 
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INSURANCE COM PANY 
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Life Is One Conference After. 
Another With The Casualty Chiefs 


With Casualty Insurance in a State of Evolution and New and Intricate 
Problems Constantly Arising, the Demand of the Time is for Information 
and Exchange of Experience and Views—Presidents and United 
States Managers of Casualty Companies are Working Day 
and Night for General Good of the Business 








There is no leisure class among the 
heads of the casualty companies in 
this country, and has not been for 
some time. The business has been in 
such a state of evolution that men 
who run the casualty companies are 
working under the heaviest pressure 
in the history of insurance. And, 
moreover, with new compensation 
measures coming up in various States, 
with legislatures beginning their ses- 
sions, and a thousand and one ques- 
tions up for review and discussion the 
year 1915 will be just as busy as that 
which has just drawn to a close. 

The great question in casualty in- 
surance is how to make an underwrit- 
ing profit. The mere getting of busi- 
ness is an incident. Anybody can 
write insurance; the point is to do it 
safely and intelligently. To accom- 
plish this end it is first necessary to 
be a master of the business. Fire in- 
surance is many generations old. Life 
insurance rules and tables are fixed 
and clear and furnish a guide com- 
piled by co-operating experts who have 
every experience at their elbow. But 
casualty insurance is different. It is 
new. There is little experience; some- 
times none at all. And these facts 
particularly apply to workmen’s com- 
pensation insurance. Europe has 
some experience to offer in this direc- 
tion, and the figures of those conti- 
nental countries are gradually becom- 
ing known to an increasing number 
of underwriters. 

What Passage of New Acts Mean 

Every time there is passed a new 
compensation act it means endless 
work for the underwriters. It is in- 
conceivable the number of problems 
of various kinds—not alone rates, but 
interpretation of the law and other 
features—that arise. And compensa- 
tion is only one angle of the extreme- 
ly technical casualty business. 

In order, therefore, for casualty 
chiefs to meet the various problems 
that arise it is necessary to have fre- 
quent conferences. In these gather- 
ings of underwriters, sometimes among 
themselves, sometimes with the State 
Insurance Departments or other public 
officials or with groups of business 
men, much of the most valuable in- 
formation that the managers now have 
has been garnered. Time-consuming as 
these meetings are they are attended 
by the leading men of the business. 
It can be stated that every casualty 
president and United States manager 
in this country, judging by the ex- 
perience of the past year, is anxious 
to work for the general good of the 
business of casualty insurance; is 
anxious to do his share in solving 
every question that arises; and will- 
ingly volunteers his services to attend 
these meetings, despite heavy pres- 
sure inside of the office routine work 
for the company. 

Utilize Lunch Hour 

It is not an uncommon sight in New 
York to see a casualty president or 
manager arrive at his office at 8 o’clock 
in the morning and remain downtown 
late at night. Nearly every one of 
them utilizes the luncheon hour for 
business discussion. Finding the 
necessary time to meet leading agents 


of the company who come to New 


York to pay the company a visit is 
a hard problem. The agents, however, 
understand the drains being made up- 
on the company managers’ time by 
reason of the incessant round of meet- 
ings. 


Many of the managers volunteer 


their services at night to make ad- 
dresses, particularly on compensation 
questions. Edmund Dwight, of the 
Employers Liability; Edson S. Lott, of 
the United States Casualty; are two 
of the casualty chiefs who have made 
a number of addresses of this kind. 
The demand for educational informa- 
tion regarding the compensation laws 
cannot be understood by persons out- 
side of the business. 


Meetings of One Week 

To print a list of meetings and con- 
ferences of the Workmen’s Compen- 
sation Service Bureau alone during the 
past twelve months would take many 
columns of this paper. Sometimes 
casualty managers attend three or four 
bureau committee meetings in one day 
and to get an idea of the wide range 
of discussion the following diary of a 
week is given: 

On January 8 there was a regular 
meeting of the bureau. 

On January 9 there was a meet- 
ing of the Southern manual com- 
mittee. 

This week there will be meet- 
ings of the manual committee in 
Baltimore and in Hartford. 

The Baltimore meeting is to dis- 
cuss certain features of Baltimore 
rates; the Hartford meeting is to 
discuss coal mine rates. There 
was also a meeting of the classifi- 
cation rating committee last week 
to take up technical questions in 
safety work. 

In Chicago this week there will 
be a meeting in connection with 
the new casualty exchange, that is 
to take up technical questions in 
regard to underwriters’ labora- 
tories. 

During the past fortnight there 
have been important conferences 
upon the compilation of experi- 
ence. 

At the insurance department on 
Friday last there was a conference 
of the waste material association, 
in regard to proper classification 
of waste material under the com- 
pensation act. 


Conferences in Many Cities 

If conferences were only limited to 
New York the casualty heads would 
not be so pressed for time, but there 
is no telling one day what the next 
will call forth. For instance, when 
the subject of the new compensation 
rates in New York State were up for 
discussion Governor Glynn got the 
idea that the rates to be charged were 
too high and he sent a call to the com- 
panies to send representatives to Al- 
bany where he proceeded to lay down 
the law about rates. Many of the 
most active leaders in casualty insur- 
ance attended. 

Then, too there was the famous in- 
surance conference in Chicago where 
the standard of commission was fixed 
and which took several days out of a 
busy week. 

The casualty manager who wants to 
keep in touch must attend many meet- 
ings that have a distinct bearing upon 
the business but to which he may not 
be personally interested. For instance, 
there are meetings of the National 
Civic Federation, always of import- 
ance because of the great ambition 
of this federation to take forward steps 
in social insurance. Some of the labor 
organizations have meetings important 
enough to be attended. 


Often Make Speeches and File Briefs 
The conference of the insurance com- 


missioners generally draws a delega- 
tion of casualty officials. Sometimes 
there is legislation about reserves to be 
discussed; sometimes new forms, and it 
is rarely that there is not some ques- 
tion up that must be followed. 

In many cases briefs must be filed 
or statements submitted. The man- 
agers are constantly required to make 
speeches which are generally of an 
extemporaneous nature, but must be 
absolute sound in reasoning and sure 
in statistics. It is necessary for the 
company heads to read tens of litera- 
ture on sccial insurance and other 
questions, and to get the time to do 


‘this they must sacrifice social and 


other pleasures. 

Frequently, New York is visited by 
newly organized workmen’s compensa- 
tion commissions, or by industrial ac- 
cident commissions, or by special com- 
missions appointed by a State to in- 
vestigate, and casualty men appear be- 
fore these commissions, often being put 
on the stand to give their experience. 

About the busiest time that the un- 
derwriters spent in conference was 
about the time that the compensation 
act in New York State became effective. 
Everybody was in the dark, the great- 
est lawyers in the State confessed 
themselves unable to fathom the mean- 
ing of the act; and the head adjusters 
were in despair. Everybody put ques- 
tions up to the management and many 
were the meetings held to try and dis- 
entangle the skein. During this period 
some consultations took the form of 
exchanges of opinions on which to 
base booklets which were later issued 
telling what occupations were covered 
under the law. 


Meetings at New York Insurance 
Department 
Outside of bureau matters the New 
York Insurance Department held the 
record for conferences which were at- 
tended by the casualty officers. These 
conferences were sometimes held daily, 
and turned out not only to be effective 
in bringing order out of chaos in the 
compensation situation, but were great 
forums where much was learned. 
About the first of April conference 
began at the department on the analyt- 
ical schedule. In April there were var- 
ious conferences in regard to insurance 
rates to be charged for workmen’s com- 
pensation insurance. At the prelim- 
inary conference actuaries attended 
and an informal discussion developed 
discussions of a rather technica] na- 
ture about which the actuaries could 
not agree. At later meetings com- 
pany chiefs were present. Some idea 
of the nature of these meetings can 
be gauged by the questions discussed 
on May 5. They were as follows: 
Shall accident frequency or com- 
panies’ claim cost experience be 
used as a basis for computation? 
What is the proportion of cases re- 
sulting in partial permanent dis- 
abiiity as compared with dismem- 
berment cases. What effect on the 
cost of death benefits will have 
the fact that the New York law 
contains no limitation as to a 
period when a death .claim may 
arise as a result of permanent total 
disability? What loading shall be 
allowed for catastrophe hazard? 
Among those who spoke on May 65 
were :‘T. E. Gaty, F. E. Law and C. B. 
Scattergood, of the F. & C.; Manager 
Franklin, of the Frankfort; Actuary 
Flynn, of the Travelers; and Actuary 
Otis, of the Bureau. 


Forming Rating Board 

On May 19 officers of the casualty 
companies were in the department to 
discuss the question of standard policy 
forms, inspections, merit rating and re- 
insurance. The department had pre- 
pared a provisional draft of standard 
form of policy on which views were 
asked. On May 21 the discussion was 
resumed. 

On June 1 there was a senarate con- 
ference on policy forms. On June 9 


there was a separate conference about 
reinsurance. 

On June 19 there was the famous 
conference in regard to final organi- 


zation of the central inspection bureau 
and rating board, among tnose present 
being Messrs. Dwight, Employers’ Lia- 
bility; Law and Cruett, F. &. C.; Shel- 
don and Whitney, General Accident; 
Reid, Globe; Moray and Martin, Hart- 
ford; Walters, London Guarantee; Fer- 
guson, London & Lancashire; Jensen 
and Bond, Maryland; Wetzel, Massa- 
chusetts B. & I.; Garrison then with 
the New Amsterdam; Gardiner, Ocean; 
Holland, Royal; Wyckoff, Standard; 
Brosmith and Butler, Travelers; Lett- 
ner, Zurich. 

On July 14 a conference was ar- 
ranged by Professor Whitney, of the 
Bureau, so that Colonel Weinstock, of 
the California Industrial Accident Com- 
mission, might have the opportunity 
of talking with the statistical experts 
of the companies and rates generally. 
Representatives of the Globe, F. & C., 
Ocean, Aetna and Travelers were 
present. 


Risks Not Covered by Act 

In October a conference was held 
in the Workmen’s Compensation Bu- 
reau for the purpose of considering 
methods of collecting statistical data 
regarding compensation. 

On November 13 the department met 
Messrs. Brosmith, Travelers; Gaty and 
Nadel, F. &. C.; Reid, Globe; Wrenn, 
Aetna, Senior, Compensation rating 
board, and others regarding writing 
purely employers’ liability policies on 
risks not under the act and rates to 
be charged for the same. The risks 
included the Long Island College Hos- 
pital, Brooklyn Institute of Arts and 
Sciences and Zoological Society. 

The department held a conference 
on November 27 for the purpose of 
deciding upon the New York form of 
Schedule Z. On December 3 a con- 
ference was held for the purpose of 
forming an organization of those 
States for compensation law where au- 
thority to supervise premium rates is 
vested in State officials. This resulted 
in the formation of an interstate asso- 
ciation of officials. 

And so the conferences go on, hour 
after hour, day after day, tiring but 
effective in results. Of course, there 
are other branches than compensation 
which have problems that can be adjust- 
ed only by meetings. There has been the 
plate glass imbroglio, the attempt to 
organize against the extra frill on the 
accident policy, automobile cut-rate 
fights, burglary meetings. Managers 
of departments are busy at meetings 
just as are the chief officers of the 
companies. 

From this brief review of a few of 
the managerial activities it will be 
seen that if the problems of the busi- 
ness are not correctly solved it will 
not be because of any neglect or lack 
of conscientious effort on the part of 
the men who have in their hands the 
destinies of the casualty companies. 





PROMPT PAYMENT OF PREMIUMS 
(Continued from page 1.) 
members on or before the 20th day of 
the month next following date of issue, 
and elevator and other open policy pre- 
miums must be collected on or before 
the 20th day of the month following 
date of closing and in conformity with 
the laws of the State of New York,” 
Works Well in Practice. 

In practice both of the above rules 
have worked admirably, the assured 
realizing that undue credit is not 
permitted, paying the premium without 
hesitation. 

The proposition is so wholly reason- 
able that no business man can take 
exception thereto; it but needs a little 
courage on the part of local agents to 
take a stand on the matter to rout 
out once and for all the pernicious de- 
lay system which should never have 
been allowed to gain a foot-hold in 
the business. 





MUNICIPAL BUILDING INSURED 

Insurance of $5,000 has been placed 
upon the new municipal and jail at 
Mechanicsville, N. Y., H. O. Bailey and 
Son handling the line. 
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TRANSACTS 
Personal Accident, Health and Disability; 
Plate Glass; Automobile; including Property 
Damage & Collision; Elevator, Teams, 
Employers’ Liability, Workmen's Compensa- 
tion, Public and General Liability Insurance. 
Fidelity and Surety Bonds. 
Head Office for the United States 
57-59 WILLIAM S8T.,NEW YORK 


Western Pacific 
By Department: ee comet 
Chicage, Ill. San Francisco, Callf 











ACCIDENT LECTURES 





Hartford Insurance Institute to be 
Addressed by Distinguished Under- 
writers, Lawyers and Doctors 





The Hartford Insurance Institute has 
announced its list of lectures on acci- 
dent and health insurance. The first 
was delivered this week, James E. 
Rhodes, of the Travelers, discussing 
“Scope of Accident Insurance.” Other 
speakers follow: 

January 22: “The History and De- 
velopment of Accident Insurance,” 
Walter C. Faxon, vice-president Aetna 
Life Insurance Company, accident and 
liability department. 

January 29: “Accident Underwrit- 
ing,” Bertrand A. Page, vice-president 
the Travelers Insurance Company. 

February 5: “The Accident Policy,” 
Arthur P. Woodward, secretary acci- 
dent department of the Connecticut 
General Life Insurance Company. 

February 10: “The Insuring Clause,” 
Martin P. Cornelius, assistant general 
attorney Continental Casualty Com- 
pany. 

February 19: “Personal Accident Ad- 
justments,” John M. Parker, Jr., secre- 
tary Aetna Life Insurance Company, 
accident and liability department. 

February 26: “Health Insurance,” Dr. 
McLeod C. Wilson, medical examiner 
the Travelers Insurance Company. 

March 5: “Methods of Securing and 
Training Agents and Developing Terrt- 
tory,” Louis N. Dennison, agency in- 
structor the Travelers Insurance Com- 


pany. 

March 12: “Co-operation,” Ralph A. 
Ferson, superintendent personal acci- 
dent department, Hartford Accident and 
Indemnity Company. 





TRAVELERS QUITS KENTUCKY 

The Travelers Insurance Company 
has discontinued the writing of liabil- 
ity business in Kentucky, because of 
its excessive loss experience in that 
State. 








THEFT DECISION CONFLICTS 


VIEWS OF NEW AMSTERDAM CASE 








Decision in U. S. F. & G. Case Con- 
trary to Latest Court Ruling on 
Last January 





Judge Oppenheimer of the Municipal 
Court, New York city, has rendered a 
decision in the case of Finglas vs. the 
New Amsterdam Casualty to the effect 
that affirmative proof of ioss by theft 
is sufficient to establish a claim under 
an insurance policy. The plaintiff's 
wife lost jewelry valued at $500, which 
claim the company refused to settle on 
the ground that insufficlent evidence 
had been presented, and Finglas sued. 
Counsel for the plaintiff held that the 
presence of a stranger in the house 
with the opportunity to steal and the 
fact that the jewelry was missing were 
proofs enough that a theft had been 
consummated. Both sides agreed to let 
the Judge decide the case, although it 
had been heard before a jury. 

Views of Judge Oppenheimer 

The court, in sustaining the assertion 
of the attorney for the plaintiff, made 
the following statement: 


“It is true that the disappearance of 
the jewelry, barren of every other cir- 
cumstance, would not be sufficient evi- 
dence. The suspicious person had an 
excellent opportunity to steal the jew- 
elry. The only hypothesis under the 
circumstances, I think, is that he stole 
it. 

“It was the intention of the plaintiff 
to secure from the defendant insurance 
which would insure. Conclusive evi- 
dence of theft it is frequently impossi- 
ble to obtain. Thieves are cunning and 
frequently leave no trace of a theft, not 
even finger prints. The policy should 
receive a reasonable construction. It 
contains the language of the defendant 
and should be liberally construed in 
favor of the plaintiff.” 

The Schindler Case 

This is apparently contrary to the 
decision of the Supreme Court, Appel- 
late Term, April, 1908, in the case of 
Schindler vs. the United States Fidel- 
ity & Guarantee Company, upon which 
decision the companies have been bas- 
ing their adjustments. The testimony 
in the two cases is similar and, should 
the decision of Judge Oppenheimer be 
sustained by the higher courts, to 
which it has been appealed by the 
Company, it will necessitate radical 
changes in the practice of the compa- 
nies in settling losses. The pith of 
the decision in the Schindler case is 
that the mere fact that the jewelry 
was missing from the closet where it 
had been placed was not (standing 
alone), sufficient to sustain a recovery 
of insurance against direct loss by bur- 
glary, larceny or theft. The only dif- 
ference in the testimony of the two 
cases lies in the presence of a stranger 
in the house, in the Finglas case and 
of servants in the Schindler suit. 





BROOKLYN BRANCH OFFICE 

The Casualty Company of America 
has opened a branch office at 50 Court 
St., Brooklyn, which will handle fidelity 
and surety lines. The office will be 
in the charge of C. H. Schaefer who 
was formerly assistant to C. E. Bates, 
manager of the court bond department 
in the New York office. 





Bonds of Suretyship——Casualty Insurance 





Assets over . 


in the 


FIDELITY and DEPOSIT COMPANY 


OF MARYLAND 


The Strongest Surety and Casualty Company 


An “F. & D.” Guarantee is the Greatest Pledge 
of Service and Security 


- $11,000,000 


World 





Home Office: 





BALTIMORE 








STOCK SALES LAST YEAR 





List of Purchases Effected on Balti- 
more Exchange During 
1914 





Securities of the Maryland insur- 
ance companies sold on the floor of 


the Baltimore Stock Exchange last 
year were as follows: 
No. of 
; Shares. High. Low. Last 

American Indemnity Co... 273 53 0% 52% 
Fidelity & Deposit ...... 3352 158% 135 36 
Maryland Casualty ....... 1075 90 83% 83% 
New Amsterdam Casualt 5 50 50 50 
United States Fidelity 

Guaranty ......ssseeseeee 431 190 177% 180 
NE TD . nsacvcansenten 189 19 18% 18% 
German-American Fire .. 25 42% 42% 42% 
Maryland Motor Car...... 7 105 105 105 





SURETY ASSOCIATION APPROVED 





Insurance Department Report Com- 
mends Work of Organization— 
What It Aims to Accomplish 





The Surety Association of America is 
highly commended in the report on its 
examination by the New York Insur- 
ance Department. The summary of 
the report is as follows: 

“The conditions of the surety busi- 
ness prior to and at the time of organ- 
ization of the association in 1908 were 
very unsatisfactory; the insolvency of 
companies was threatened with conse- 
quent inability to pay losses on account 
of the keen competition and the prac- 
tice of cutting rates which then pre- 
vailed. The activities of the associa- 
tion extend to every State in the Union 
with the exception of Oregon, Kansas, 
Texas, New Jersey, Mississippi, Ne- 
braska and Iowa. These States are not 
covered on account of the possibility 
of the violation of the anti-trust laws.” 

“From the examination of the asso- 
ciation’s record, it is apparent that the 
following are among the objects it 
seeks to accomplish: 

“(1) The adoption by all member- 
companies of the premium rates pro- 
mulgated by the Towner Rating Bureau. 

“(2) The inclusion in its membership 
of all properly qualified surety compa- 
nies. 

“(3) The regulation of the payment 
of commissions and brokerage. 

“(4) The elimination of rebates. 


“(5) The limitation of the number 
of agencies maintained by member- 
companies. 

“(6) The defeat of legislation injuri- 
ous to the interests of member-compa- 
nies, and the enactment of favorable 
legislation. 

“These objects are generally consid- 
ered legitimate and as inuring alike to 
the best interests of the surety com- 
panies and the insuring public. To the 
extent that the purposes, aims and ac- 
tivities of the association make for uni- 
formity of premium rates and limita- 
tion of expenses, it deserves commen- 
dation and encouragement.” 





TO ENTER AGENCY FIELD 





Jackson & Potter, Inc., Will Open Office 
in New York City—To Represent 
the Preferred Accident for 
Al! Lines 





Jackson & Potter, Inc., of New York 
city, will open offices in the German- 
American building on February 1 to 
transact a general insurance business, 
particularly all lines of the Preferred 
Accident Insurance Company. Stuart 
W. Jackson, the senior partner of the 
agency, is a Yale graduate and is well 
known in insurance circles as having 
been connected with the Sewall & 
Alden office for the past three years. 
L. R. Potter has been in the business 
for six years, of late as a broker and 
manager of the plate glass department 
of the Preferred Accident in Brooklyn. 
He is a son of W. C. Potter, secretary 
of that company. The agency will cater 
to the better class of brokerage lines 
and will have exceptional facilities for 
the rapid and satisfactory dispatch of 
this business. 





COMPENSATION BUREAU RESULTS 
The operations of the Compensation 
Rating Bureau have resulted in 15,000 


inspections made in the past six 
months. This work has saved the 
policyholders $500,000 in premiums 
paid. 





At the meeting of the Manufacturers 
Association of New Jersey this week 
in Newark, Dr. Eugene L. Fiske, of the 
Life Extension Institute, talked on 
“Health of the Employe.” 





clean record. 
New Jersey. 





Equitable Accident Company. 


Best monthly contract on the market. Most loyal Home Office 
support by the Company that works with you. 
District Managers and local 


WM. 
161 DEVONSHIRE ST., Boston, Mass. 


Twenty-one years’ 
agents wanted in 


H. JONES, General Manager 








ASSETS $ 
a SiR 3,868 1909 ......... 
4 satetedennitentiiain a0e8s Rad dbaekinne 
1911 341,399 I91T ......... 
1912 es 1912 
1913. -. 573,612 1913 
Automobile, Ly: Collision, 
Lia 





Union Casualty Insurance Co. 
HOME OFFICE, Union Casualty Building - - 
COMPARATIVE STATEMENT 

INCOME 





iability, Workingmen’s Compensation, Teams, Elevator. 


PHILADELPHIA, PA. 





Property Damage, Employers’ 
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GENERAL BONDING SITUATION 


VIEWS OF PRESIDENT J. T. STONE 








Head of Maryland Casua'ty Company 
Reviews Conditions Obtaining 
in 1914 





Each year John T. Stone, president 
of the Maryland Casualty Company, 
comprehensively reviews the happen- 
ings in the casualty insurance world, 
for the benefit of the agents of his 
Company. Mr. Stone’s comment upon 
the bonding situation in 1914 is as 
here given: 

Especial conservatism in underwrit- 
ing surety bonds, particularly contracts, 
financial guarantees (judicial and other- 
wise), and depository bonds, has been 
necessary during the latter part of 
Nineteen-Fourteen. The almost com- 
plete stoppage of new banking credits 
and the very general temper of ultra- 
caution among all classes of business 
men, made necessary by the war’s in- 
terruption of the customary processes 
of commerce and finance, have affected 
very materially our volume of business 
in these classes of risks. This condi- 
tion still prevails and while it con- 
tinues we cannot expect much, if any, 
growth in these lines. This emphasizes 
afresh the importance of our surety 
agents developing an increasing volume 
of fidelity, public official, custom 
house, internal revenue, and judicial 
business. Our fourth vice-president 
says: “So far as I know, not one 
agent has made any real effort to get 
new fidelity business; but they have 
expended their time and energy in try- 
ing to switch to us business now writ- 
ten by our competitors.” I have rung 
the changes upon this tune time and 
time again ever since our Company 
began business. With full knowledge 
of the conditions of field work, without 
quixotism or impractical idealism, wel- 
coming all good business whether new 
or old, and realizing that with many 
agents, this sort of advice provokes 
only an amused smile, I do aver that 
the best investment of any agent’s time, 
energy, brains and money is in creating 
out of uninsured risks a business which 
is his own in a sense that never is 
true of that which he transfers to him- 
self from another company. Once de 
tach a risk from its place and it ac- 
quires the floating habit. The spirit 
of change which brought it will also 
take it away. Not so with the assured 
whom you introduce into the advan- 
tages of insurance. Upon him you have 
a peculiar hold which is not easily 
broken by your competitors. There are 
tens of thousands, and perhaps hun- 
dreds of thousands, of trusted em- 
ployes who have never been bonded. 
These men are scattered throughout 
the country and in every agent’s ter- 
ritory. If the agent would make it 
his business to see the employers and 
point out that bonding companies are 
paying out hundreds of thousands of 
dollars every year under fidelity bonds 
written on behalf of trusted employes, 
a large volume of new business would 
be developed. Equally satisfactory 
results will surely follow a patient, 
persistent, systematic, daily, door-to- 
door canvass among the lawyers for 
judicial business. I wonder often 
whether some agents do not really 
consider themselves above their call- 
ing; foolishly too proud to go from 
office to office seeking business, or too 
lacking in staying power to breast the 
current of refusals which, to a greater 
or less extent, they are bound to en- 
counter at first? Having spent eight 
years of my somewhat varied business 
career as a traveling salesman, hand- 
ling the highest priced and best qual- 
ity goods in my line with a gratifying 
measure of success, and having created 
my own trade by the same door-to-door 
process I have above recommended, 
my advice on this subject is entitled 
to a good fair practical test before re- 
jecting it. 
Care Required in Writing Contract 
Bonds 

As to contract bonds, the present 
circumstances counsel great care in 


accepting such risks, yet we do not 
wish to discourage any desirable client. 
It is very important for our agents to 
remember that we are well equipped 
to pass promptly and intelligently upon 
all classes of contracting propositions, 
so that if they will furnish us complete 
data we will promptly advise them as 
to the desirability of such items, or 
will suggest how their doubtful fea- 
tures may be brought up to the point 
of acceptibility from the underwriting 
point of view. 

Our engineering division has done 
most valuable work during Nineteen- 
Fourteen. Its work may be classified 
under three headings: 

1st—Underwriting. 

2nd—Following up progress of 
construction on contracts which we 
have bonded. 

3rd—Claim work. 

The progress on construction con- 
tracts is obtained as fully as possible 
on every bond written. This informa- 
tion is of value in underwriting new 
business received from clients already 
covered by Maryland bonds. In addi- 
tion, the completion date is obtained 
and turned over to the contract section 
so that the bond may be cancelled, the 
reserve taken down and final premium 
adjustment made. During the year, this 
division has sent out about nine thou- 
sand inquiry blanks of special form, 
for progress information and cancella- 
tion data. 

The service rendered our obligees in 
trouble cases is well illustrated in the 
following instances: 

The W. C. Co., defaulted on a 
$621.000 building contract with the 
City of Philadelphia. The buildings 
were completed by the Maryland Casu- 
ualty Company and accepted by the 
City of Philadelphia on March Twenty- 
Seventh, Nineteen-Fourteen. The value 
of the Maryland Casualty Company’s 
contract bond, and material and labor 
bond, was demonstrated not only to 
the City of Philadelphia, but to many 
labor and material men. There were 
about thirty-three sub-contractors on 
the work, and some thirty open ac- 
counts for labor and material. 


C. & B., contractors bonded by the 
Maryland Casualty Company, defau'ted 
on a highway contract with the Cali- 
fornia State Highway Commission. The 
Maryland finished the contract. Eight 
miles of concrete road, out of a total of 
nine and a half miles called for in the 
contract, were completed by the com- 
pany and accepted by the Highway 
Commission on June Twenty-Ninth, 
Nineteen-Fourteen. 

J. K. M., defaulted on a contract for 
building a school house for the City of 
Baltimore. The Maryland Casualty 
Comnany originated the business and 
the Fidelity and Deposit Compsnv was 
co-surety. We obtained two bids for 
completion and the Fidelity & Deposit 
Company obtained one bid. The bids 
were compared and the work let to the 
lowest man, who happened to be ob- 
tained by the Maryland Casualty Com- 
pany. The work progressed satisfac- 
torily to ‘all concerned, and was con- 
pleted and accepted in June last. 

K. T. O. defaulted on a contract 
with the City of Harrisburg. for im- 
proving Paxton Creek, and the work 
was covered by a Maryland Casualty 
Company bond. We obtained several 
bids for completion, and the work was 
let to the West Construction Company, 
of Baltimore. which was the lowest bid- 
der. and it furnished a Fidelitv & De 
posit Comnany bond guaranteeing com- 
pletion. This work is now nearing 
completion. 


(To be concluded next week.) 





NEW ENGLAND’S APPOINTMENT 


George E. Jones, manager of the 
claim department of the New England 
Casualty at Chicago, has resigned that 
position to return to the home office. 
Frank H. Wilder, who has been in 
charge of the claim department of the 
Ocean Accident at Indianapolis for 
several years past, has been appointed 
to succeed him. 








No Red Tape and 
No Delay 


Incorporated April, 1905 


Hlinnis Surety Company 


HOME OFFICE, 134 S. La Salle Street, CHICAGO 


“WE ISSUE SURETY BONDS” 


Liberal Commissions —:: 


WRITE TO DAY 


Attractive Contracts 


Locel Agents Wanted Everywhere 








THE 


METROPOLITAN CASUALTY 


INSURANCE CO. OF NEW YORK 


(Formerly The Metropolitan Plate Glass and Casualty Insuranee Co.) 


R. R. CORNELL, Vice-Pres. 
Reliable and Energetic Agents Wanted 


Home Office, 


NAL AP SCisens 


47 CEDAR STREET 
Chartered 1874 
GLASS 


oF THE MOST APPROVED FORMS 
EUGENE H. WINSLOW, President 
8. WM. BURTON, Sec. 


POLICIES 


ALONZO G. BROOKS, Ass’t Bec. 








INDIANAPOLIS 
LINES WRITTEN 


Prudential Sasualty Ga. 


Commercial Accident and Health, Burglary and Plate Glass; Automobile 
—Liability—Property Damage—Collision; Employers’ Liability—Public 


—Teams—Elevator; 


Workmen's 


—lIndustrial Accident and Health. 


Assets Over a Million 


Compensation—General 


Liability 


Satisfactory Service to Policyholders and Agents 











NEW ENGLAND 
CASUALTY CO. 


Incorporated under Massachusetts Laws 
Fidelity and Surety Bonds, Burglary and 
Theft, Accident and Health Insurance 


Liability and Automobile Preperty Damage 


Excellent territory open to reliable representatives 


HOME OFFICE 


4 Liberty Square, Bosten, Mass. 
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DEVELOPING 





Fidelity and Surety Bonds, Liability Workmen’s 
Compensation, Automobile, Accident, Health, 


G Burglary and Plate Glass INSURANCE 


APPRECIATE THE CO-OPERATION OF THE 





Massachusetts Bonding|nsurance Company 


BOSTON 
Paid-In Capital $2,000,000 


T. J. FALVEY, 


President 


Write For Territory 











The NATIONAL of Detroit 
Pioneer of Accident and 





Health Insura 





nce. 


UP-TO-DATE POLICIES. 


Salaried positions for high-class men of experience. 
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Special Talks With Local Agents 


INDUSTRIAL CLAIMS 





Standardization Plan of Compensation 
Service Bureau Proves its 
Usefulness 





The payment of industrial accident 
Claims has ever been inducive to much 
debate. The inability of the liability 
companies to get details of the acci- 
dents has been the cause of most of 
the dissatisfaction on the part of 
claimants, and it is by getting these 
facts that the Compensation Service 
Bureau expects to better conditions, 
says E. C. Sattergood, assistant secre- 
tary of the Fidelity and Casualty Com- 
pany and chairman of the Statistical 
Committee of the Board, in the Journal 
of Commerce. 

The payments of industrial accident 
claims in the past has often been set- 
tled in court, the workman acting as 
claimant and the employer as defend- 
ant. This condition created the need 
for the liability insurance companies 
to act as attorneys for the employer, 
protecting him from unjust and undue 
loss from this source. To maintain 
their solvency, the companies could not 
afford to pay out any more than was 
necessary. The workman, however, 
looks at it from the point of his suf- 
fering and his needs and so, failing to 
receive what he considers his due, he 
looks at the companies and his em- 
ployers as his oppressors. Viewing 
things thus, he cannot see that the 
companies are conducted upon a basis 
as scientific and exact as is possible. 


Workmen’s Compensation requires 
an even more exact science than has 
been used heretofore. To fill this re- 
quirement, it has been necessary for 
the bureau to study out conditions and 
statistics so that a comparative scale 
may be compiled in which every con- 
dition and every accident will figure so 
that all workmen coming under its 
jurisdiction will receive such compen- 
sation as has been or may be awarded, 
to other cases of a similar nature. After 
two years of effort, the bureau has de- 
vised a system of standardization which 
can but prove effective and which is, 
briefly, as follows: 

As a unit, a card is distributed to 
manufacturers in all compensation 
States on which a detailed description 
of the time, duties, salary, etc. em- 
ployee is listed with as space provided 
in which to punch the days absent, 
changes of time, etc., to be punched by 
the companies. The companies, in 
turn, will send them to the bureau, 
which will punch them, together with 
the cards received from the other com- 
paries from which it will compile its 
experience table. 

The companies are to be notified on 
what dates to send the information de- 
sired by the bureau, and are to be in 
possession of a complete copy of the 
plan with instructions, directions, etc. 
The insurance companies composing 
the board are the largest and most in- 
fluential of their kind and, by taking 
their combined experience of all kinds 
of risks, in all sections and under all 
conditions, the plan is bound to be 
successful. 





INTERNAL REVENUE TAX 

It is the general opinion of company 
men that many of the agents are not 
taking advantage of the Internal Rev- 
enue Measure that was recently passed. 
By the provisions of this law, the dis- 
tillers and brewers must give additional 
tax bonds to cove. the difference be- 
tween the former tax and the present 
increased war tax. This is an excep- 
tionally desirable class of business, as 
a rule, and well worth the time devoted 
to securing applications. 





BONDS ON MONEY ORDER CLERKS 

The National Company of New York 
has adopted the following rule concern- 
ing bonds placed on Steamship Ticket, 





Money Order Agents and Express 
Money Order Agents: 

It will not execute bonds for co- 
partners, bonding them under the firm 
name. It will, however, issue a bond 
for an individual member of the firm 
as an individual, and will require be- 
sides his indemnity agreement in the 
application, the indemnity agreement 
of his partners, as individuals. 





UNEMPLOYMENT INSURANCE 

As a remedy for the unemployment 
problem, Frank P. Walsh, chairman of 
the United States Commission on In- 
dustrial Relations, has suggested and is 
urging the adoption of a plan of State 
and Federal insurance to relieve the 
distress caused by unemployment, oc- 
cupational diseases and other evils of 
the existing industria] conditions. Mr. 
Walsh does not state how he would put 
his suggested plan into effect. 





PHILADELPHIA APPOINTMENT 


The Hartford Accident & Indemnity 
Company has appointed Henry W. 
Brown & Co., of 100 William street, 
New York, managers for all lines for 
Philadelphia and Eastern Pennsylva- 
nia. The agency places a good many 
casualty lines, in addition to controll- 
ing a large fire business, and has been 
operating in that field for a number of 
years. 





COMMISSION EXPENSE QUESTION 

A corps of examiners from the New 
York State Comptroller’s office recently 
reviewed the books and conditions of 
the Workmen’s Compensation Commis- 
sion with a view to finding out why 
that body needed an appropriation of 
$1,227,000 to carry on its business. It 
developed in the course of the exami- 
nation that the appropriation was to 
cover a period of 21 months instead of 
a year, as the comptroller had at first 
supposed. The expenses of the Com- 
mission amount to approximately $700,- 
000 per year. 





UNIFORM ACCIDENT REPORTS 

A meeting of the National Associa- 
tion of Industrial Accident Boards and 
Commissions was held in Chicago last 
Tuesday, at which methods for the es- 
tablishment of a uniform system of ac- 


cident records were the _ principal 
topics of discussion. It is the desire of 
the Association to have a _ universal 


form for the reports of accidents so 
that the States may have the combined 
experience of all the companies with 
accurate details of accidents and their 
cost. A committee was appointed to 
submit a detailed plan. 





From a business stand- 


An Attack point, this country has 
of suffered with a _ serious 
Nerves case of “Nerves” during 


most of the year, which 
has resulted in an uncalled for business 
depression, but a very real one at that. 
It has tested the solvency of many 
business concerns. The Federal Rec- 
ord, in commenting upon this state of 
mind, says agents should have more 
confidence and should enter the year 
1915 with a spirit of success that noth- 
ing can daunt. It offers the following 
resolution for 1915: 

To pay my way with honest toil, to 
hold my head up high and till my 
humble portion of the soil with what 
I have of strength and will; to bear 
my share of strife and care, to keep 
my post through storm and rain and 
when through trouble I must fare to 
be a man and not complain. To strive 
for lofty goals and yet if lesser glory 
I must own to take the minor part and 
get its prizes by my strength alone; 
to stand upon my feet and be, the 
master of each thought, and deed, in 
mind and body wholly free, here is a 
vision and a 





W.E. SMALL , 


A STRONG CASUALTY COMPANY 


ACCIDENT PLATE GLASS 
AUTOMOBILE 


BURGLARY 
Agents Wanted in Undeveloped Territory 


Apply PETER EPES, Agency Manager, Home Office 


Georgia Casualty Company 
MACON, GEORGIA 


President 


Surplus and Reserves over $800,000 


Writes the]Following Forms of Casualty Insurance 


HEALTH LIABILITY 
ELEVATOR TEAMS 








GENERAL ACCIDENT 


FIRE and LIFE 


Assurance Corporation, Limited 
55 John Street, New York 
The Very Best Policies at Reasonable Prices, With Large Assets Behind Them 
ACCIDENT—HEALTH—LIABILITY 
Automobile, Elevator, Teams, Burglary, Workmen’s Compensation, Etc. 
C. NORIE-MILLER, United States Manager 


Metropolitan Department, 111 William Street, New York 
New England Department, 18 Post Office Square, Boston, Mass. 








HEAD OFFICE 
CHICAGO 


F. W. LAWSON 








THE SIGN OF GOOD CASUALTY INSURANCE 


F. J. WALTERS 


Resident Manager 
55 JOHN STREET 





New York 
General Manager smanianens 
Liability, Accident, ware. a to 
Burglary, Boiler and paerg, + Resident iteneee 
Credit Insurance Established 1869. New England 


London Guarantee & Accident Co., Ltd. 


OF LONDON, 


ENGLAND 











C. H. FRANKLIN, U. S. Mgr. and Attorney 
LIABILITY— 





The Frankfort General Insurance Co. 
of Frankfort-On-The-Main, Germany 
ESTABLISHED 1865 
United States Department, 123-133 William St., New York, N. Y. 
TRUSTEES: Union Trust Company, 80 Broadway, New York City 





JNO. M. SMITH, Sec. U. S. Branch 


INSURANCES TRANSACTED 


Employers 

Public Vessel Owners Burglary 

Teams General Contingent Workmen's Collective 

Workmen's Landlords Druggists & Individual Accident & Health 
Compensation Elevator Physicians Industrial Accident & Health 


AGENTS WANTED FOR UNOCCUPIED TERRITORY 





The Employers’ Liability 
Assurance Corporation, Limited 


The original and leading Liability 
Insurance Company in the World 


BIABILITY, STEAM BOILER, ACCIDENT, 
HEALTH, FIDELITY 
AND BURGLARY INSURANCE 


United States Branch 
SAMUEL APPLETON, United States Manage 


Employers’ Liability Buliding, 
33 Broad Street, Boston, Mass. 


ACENTS WANTED 





A CHICAGO SUGGESTION 

A commission appointed for the pur- 
pose by the Chicago City Council, 
recommended the appointment of ten 
citizens to co-operate with the employ- 
ers to comprise an employment com- 
mission after the order of those in 
Massachusetts and Wisconsin. The 
question of what to do with the un- 
employed is an all-important one at 
this season and one the solution of 
which would go far toward bringing 
better times, so it is to be hoped that 
Chicago has done the trick. 
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H.GB.Alexander 
PRESIDENT 





PLATE GLASS MEETING 
A meeting of the Plate Glass Service 
and Information Bureau was held at 
the offices of the Fidelity and Casualty 


Company on Tuesday to consider the 
rate situation of Minnesota. After 
much discussion, the matter was left 
in abeyance for future action. 
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GOOD SERVICE 


is the foundation upon which to erect a successful business. 


Brief, liberal, clearly expressed policies, with guaranteed 
low cost, are serviceable alike to policy holders and agents. 


Specimens of Life, Accident or Health policies cheer- 
fully furnished. 


For Agencies Address 


Ity—Sure 
The Columbian National Life Insurance Company Casualty—Surety 


BOSTON, MASS. AGENTS WANTED RE-INSURANCE SOLICITED 
ARTHUR E. CHILDS, President C. D. HILL, Vice-President and General Manager 
WM. 6. SENNSOM, Vies-Pres. and Goat Migs B. F. ALLEN, Jr., Secretary-Treasurer | DR. BACON SAUNDERS, President 























“Two of the Oldest and Strongest Fire Insurance Companies of France” 


GENERAL FIRE ASSURANCE COMPANY 


OF PARIS, FRANCE 


ESTABLISHED 1819 


URBAINE FIRE INSURANCE COMPANY 


OF PARIS, FRANCE 


ESTABLISHED 1838 
Agencies Desired in the Principal Cities and Towns 


FRED. S. JAMES & CO. 
United States Managers 


No. 123 WILLIAM STREET 
FRED. S. JAMES NEW YORK CITY GEO. W. BLOSSOM 

















WHAT YOU DESIRE IS COMING TO YOU 


: No ‘‘ifs’’ ‘‘ands”’ or ‘‘buts’’ the 
There is Always Room at the Top GREAT EASTERN ULTRAS 
NEW ORDINARY ACCIDENT AND HEALTH 
Come with us INSURANCE CONTRACTS ARE WHAT YOU 
a : DESIRE AND WHAT YOU CAN SELL 
and it won’t be || | cer next: 


GREAT EASTERN CASUALTY COMPANY 
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> Pa sO hard to get 55 JOHN ST., NEW YORK 
a 7 on. 
aa naa Reduces Rates, Protects Property 
aa Li bd 7 
rey ve ones win and Saves Life 
=; among The “‘Relc” Stationary Chemical Engine connected to inte- 
ow rior standpipe and hose systems, employing small piping, 
x I Z. Z E R S with po salt pa 2 no - cod ths ey 


building furnishes an effective defense against fires that can- 
not be extinguished with portable apparatus. 


It has been used successfully to supply Automatic Sprinkler 
Write to Systems in the more hazardous parts of buildings, where 
fires cannot ordinarily be controlled by water alone. 





J. L. BABLER The principle of the ““RELC’” Chemical Engine has been en- 
dorsed by the Underwriters’ Laboratories, Inc., Chicago, 
Ill., and reductions have been made in fire insurance rates 
for this protection where application for credits have been 
made to the proper rating organization. Send for catalogue. 





Gen’l Manager Agencies 


nl t ern at 10n al L I i c Relc Extinguisher Corporation of America 


ST. LOUIS 95 William St., NEW YORK Empire Building, ATLANTA, GA. 
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